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_ SEE the BUYING CHECK LIST on page 46 December 3, 1959 


MOST VERSATILE 
PADLOCK PACKAGE 


» . . SEE-PACK DOES 
TOP SELLING JOB 


by dlaymaker 


PIONEER IN 
PADLOCK PACKAGING 








SEE-PACKED LOCKS OUTSELL 
OTHERS AS MUCH AS 5S TO 1 








Let the See-Pack make more money for you. 
Slaymaker’s colorful boat encased in a clear plastic A FEW OF SEE-PACK’S 
sleeve has revolutionized padlock merchandising. MANY ADVANTAGES 
Tests prove that See-Packed locks outsell others 


: ® Eye-appealin 
as much as five to one! ye-app B 
® Sales-compelling 3 ON PEGBOARD 
Words can't describe its ‘‘take-me-home”’ appeal ® Versatile 


. its durability . . . its versatility. You have to 
see it to believe it. So order Slaymaker’s See- 
Packed locks now and watch your profits grow! 


® Saves shelf space 
® Keeps locks clean 
® Easy to open 
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ayMa df LOCK COMPANY - LANCASTER, PA., U.S.A. ON SHELF 


Since 1888 








Brass and Bronze Hardware « World’s Largest Producer of Brass Padlocks 





NOW... with 


a tail SET. | 1-Beam Construc- 
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It’s crystal-clear why your customers can’t resist the appeal of this bright new 
“see-through” packaging! 
Sets are skin-packed directly on attractive, informative cards . . . easy to 


display on peg board rack, assuring fast turnover! And your profits stay high, 
because there’s 


NO INCREASE IN PRICE! 


For full-line catalog, and name of nearest jobber, write: 


Terms: 2% 10 days, net 30, F.O.B. factory. 
Full freight allowance on 100 Ibs. on hex 
keys. All other wrenches 150 Ibs. or more. 
Other items F.O.B. factory. 


Upland 7, Penna. 





Since 1888 % Brass and Bronze Hardware « World’s Largest Producer o Brass 
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ST. LOUIS CARDINALS’ BUSCH STADIUM—The Joseph 
Ward Painting Co., St. Louis, says, “Our 89 years of 
painting experience has proven to us time and again 
that we can always rely on Rubberset painter tools. 
They give longer brush life, greater painting ease and 
speed .. . all of which add up to more profit.” 


SANTA ANITA RACETRACK—J. P. Carroll Co., 
California contracting firm, says, “Our experience 
proves Rubberset painter tools give better, more 
economical performance. For this reason we can’t 
afford to use any brand other than Rubberset.”’ 
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WOLVERINES’ STADIUM, UNIVERSITY OF 
MICHIGAN—Painting contractor ‘‘Pop’” Delf, of 
H. Delf & Sons, Ann Arbor, Mich., says, ‘“We find 
Rubberset brushes give better results . . . are faster 
and easier to use . . . and last longer, adding up to 
increased job profits every time.” 








“Old Pro” ™ 4-in. Tynex* ny- 
lon wall brush with exclusive 
Velvatized-tip'M—No. 5250 


*A Du Pont trademark 





Diamond, track or gridiron... 
for the big paint jobs, professional painters 
: buy Rubberset painter tools! 


Stock fast-selling Rubberset painter tools, popular choice of profit-minded professional 
painters who prefer Rubberset’s quality brushes because they wear longer and do a 
better painting job faster and easier. 


Your best bet is 


ubberset” 


THE RUBBERSET COMPANY 
900 Passaic Ave., East Newark, N.J. 


Want more facts? Circle 101, p. 51 
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FOREIGN CARS MEAN 


MORE K = Y susiness 


FOR YOU! 


KEYS 
FOREIGN A Get your share with 


‘ILCO’S 
NEW 
Foreign 


Car Key 
Assortment 


More and more foreign cars are out on the 
road every day. That’s important new key- 
cutting business for you at premium prices 
...1f you’re properly set up to go after it. 


ILCO has the answer for you—the No. 

40K BA Foreign Car Key Assortment. It con- 

\ sists of six each of forty most popular 

yt aoe ” numbers... for $22.00 complete. Each key, 
independent Lock Con , ; 

Cre Fitchburg, Mas: . including the head, is an exact replica of 

— — : the original. 
COLORFUL DISPLAY BOARD To tell the car owner about your new ser- 


vice —an attractive, colorful Display Board 
FREE with each assortment goes FREE to you with your assortment. 


Built of heavy tempered masonite, printed 
in four colors, it’s a real beauty. 








LO ASK YOUR DISTRIBUTOR FOR FULL DETAILS OR WRITE DIRECT 


(LO INDEPENDENT LOCK COMPANY 


. Fitchburg, Massachusetts 


Want more facts? Circle 102, p. 51 
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GOT TO GIVE YOU CREDIT. SAM.) ( OK, JOE?... YOULL FIND, JUST LIKE WE DID, | 
TAKING ON THAT SOUTHERN THAT THESE SOUTHERN FACKAGES ARE A 
SCREW LINE |S THE SMARTEST BREEZE TO MOVE IN AND OUT OF INVENTORY. 

THING YOU GUYS EVER DID, AND WHEN YOU CHECK ‘EM IN, THEY LL ALL 
SOUTHERN’S PRE-SOLD’SCREWS | | BE THERE INCLUDING THE NEW BULK 
MOVE OUT OF HERE LIKE HOT CARTONS, NO SUBSTITUTIONS... NOT 

PEANUTS ATA CIRCUS, WHEN YOU DEAL WITH A SUPPLIER WHO 
7 THANKS TO THAT 1 LJ HANDLES SOUTHERN, THE TOP USA- 
EZ To C, LABEL W/ YMADE FASTENER LINE IN GOOD OLE USA/ 
SYSTEM, PUT ‘EM 
OVER THERE. BoY/ es. 
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SURE_ I SPECIFY SOUTHERN 
SCREWS. THEY START FAST. DRIVE 
RIGHT, AND HOLD TIGHT. NO BROKEN 
HEADS OR TWISTED SHANKS.I BUY 

‘EM BY THE BOX AND SAVE/ 
| BY THE WAY, GIVE ME ANOTHER 
TC-4 CHART. MY NEIGHBOR “BOR- 
ROWED” MINE A MONTH AGO.,.HE’S 
A nctrtaatialenntantad UBER . TOOs 















































GLAD TO HEAR YOU ASK 
FOR SOUTHERN SCREWS |. 
SIR... THEY RE FINE 
FASTENERS MADE BY SCREW 
SPECIALISTS AND PACKAGED 
IN DURABLE BOXES 
WITH THE COPYRIGHTED 
EZ TO C, LABEL... NONE 
BETTER THAN SOUTHERN 
AND THATS THE OPINION 
OF MOST HOME 
CRAFTSMEN 7 
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lf you aren't making money on fasteners, get the Southern Screw formula for 

profit-producing sales—now. Address Southern Screw Company, P. O. Box 1360. 

Statesville, North Carolina 

Wood Screws © Stove Bolts © Machine Screws and Nuts @ Sheet 

Metal Screws @® Carriage Bolts © Wood Drive Screws © Dowel Screws 

Sold Through Leading Wholesale Distributors SCREW COMPANY 
STATESVILLE ° NORTH CAROLINA 


Warehouses: New York © Chicago @® Dallas © Los Angeles 


Want more facts? Circle 103, p. 51 
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Charter Member 


Editorial 


by W. A. Phair 


Rules of the game . 


Football is a pretty rugged sport. It is extremely competitive and 
rough. Yet, each year hundreds of thousands of men and boys play 
the game, and end up with a great deal of valuable experience and 
none the worse for the banging up they got in individual games. 


One of the reasons why we can have so much pleasure playing 
and watching football is that the game is controlled by certain well 
understood, written rules. When two teams face each other, they 
know the rules that they must observe. If they don’t play by these 
rules, they are penalized. 


These rules are designed to keep the game competitive and at 
the same time prevent it from getting out of hand. I think business 
is a lot like football. It’s rough and competitive, and we must have 
some rules to guide our activities. 


I believe that many of the little conflicts that arise among the mem- 
bers of the hardware team . . . manufacturer, wholesaler and dealer 
are due to the fact that everybody isn’t playing by the same 
rules. If we could straighten out the rules so that everybody played 
the same way, we could end a great deal of this friction. 


We can all understand, I am sure, the pressures that are on a 
factory sales manager to sell the full output of his plants. [f he 
feels that discount houses and supermarkets are suitable outlets for 
his products, he has every right to use these outlets. 


But, if he is going to sell through these stores he should be honest 
and forthright and say so. In short, he should tell the rest of the 
team what rules he is using. Then the dealer and the wholesaler 
can decide whether or not they want to play with these rules. 


It may seem strange, but it is a fact that in my conversations 
with dealers and wholesalers, I find they are usually quite tolerant 
of a factory that feels it has to use outlets other than the hardware 
trade, and says so publicly. 


On the other hand, there is a real antagonism and intolerance 
of the manufacturer that claims he sells only through hardware 
stores, but is actually selling everybody else through the back door. 
You can’t keep this kind of policy secret. As it gets around a real 
important wave of antagonism goes with it. It isn’t easy for the 
manufacturer to overcome this sentiment. He may end up losing much 
more than gained. 


No one can tell a manufacturer how to run his business. But in 
the interest of his own self-preservation and the good will of a vital 
segment of our distribution picture, he should write down and 
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Editorial 


continued 


publish the rules he plays by .. . his policies. This simple action 
of publishing a sales policy can do a manufacturer great good, if he 
sticks to it. 


Incidentally, we have certain written policies that guide us in the 
editing and publishing of Hardware Age. We believe that this policy 
statement is essential if the reader and the advertiser is to get 
full value from the magazine. We'll be glad to send you copies of these 
policies, if you would like to see them. 


How are vour ethics... 


One of the basic characteristics of a company that is successful 
over a period of time is that it enjoys what we call “good business 
relations” with both customers and suppliers. 


It’s difficult to give a simple dictionary definition of good business 
relations, but I think we do know some of the things that go into 
building good relations. 


One of these factors is what we call ethics. Each day each one of us 
makes many routine decisions. The kind of decision we make is 
greatly influenced by the existence—or absence—of ethics in company 
policies. 


There are many little daily incidents in the hardware trade that 
reflect a company’s sense of ethics. For example, take the case of 
the manufacturer who decides to either change his distributor, or to 
add additional distributors in a given territory. 


This can be handled in several ways. The factory can go ahead 
and make the changes and say nothing to its present distributors 
until after an announcement is made. Or, the factory can first 
talk with his present distributors and tell them what it plans to do, 
and why. 


Good business ethics would lead a factory to discuss the program 
first with its present distributors. Aside from the ethics of the 
case, there are also good practical reasons for doing this. The present 
distributors have a vested interest in the line. They have spent 
money in handling the line and developing its sale. As partners in 
distribution, they have a right to learn first hand when a change is 
to be made. Yet, how frequently we hear wholesalers tell of experi- 
ences where lines have been changed without notice. 


We run into another type of situation where better ethics would 
be helpful. When a wholesaler is dropping a line, he frequently wants 
to liquidate existing stock. When this is done, good business ethics 
would call for telling the dealer exactly what is being done. However, 
this liquidation is sometimes concealed by calling the deal a “special 
price.” The difference in these two approaches is important to a 
dealer. 


someone once described ethics as good business practices. I think 
this is an apt description, and a good reason for all of us to give some 


thought to our business ethics. 
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Cote SALES md Been 
with DOOR HARDWARE 


M-D OT-400 Reversible 
SLIDING DOOR HARDWARE 


Meets today’s need for methods that save time; cut in- 
stallation costs! Shown left, the same OT-400 hangers 
may be used on either 34” or 134” doors just by reversing 
their positions. This feature also simplifies ordering and 
stocking. OT-400 is made of sturdy extruded aluminum 
track with built-in no-jump feature, cadmium steel 
hangers with silent nylon wheels. Complete set with screws 
and instructions in new tubular package. 


M-D OT-200 
Overhead Type 


SLIDING DOOR 
HARDWARE 


Extra-sturdy extruded alumi- 
num track and hangers for 
doors 3%", 1", 134” and 134” 
thick, single or bypassing. 
Built-in no-jump track feature. 
Noiseless, lifetime nylon 











wheels. Plastic door guides. All 

screws furnished and _ instruc- 

tions. Hardware for each door 

thickness individually boxed. 
CCCCCHCECSCOCCEEEEHHEEHEHEHEHEHEHEHEHEHEHHHAEHHLEE® i 


M-D Aluma-Slide me 
SLIDING DOOR HARDWARE if 


Shiny, aluminum track sets for use on any size 
cabinet . . . with any panel material 4”, 4”, 
36", VY” or 34” thick. Comes in decorative Ala- 
crome, Anodized Albras, Anodized Albright o1 


Anodized Satin. No special tools required. Fo. NEW! IMPROVED 

heavier doors %2” or 34” thick special nylon 

buttons are included for smooth, easy gliding. LOWER TRACK | A 
Completely packaged in sets with holes drilled, ree vag Sng pects _ AS 


sistas me he a » 4 ' supporting ridges—not 
screws furnished. Also available in bulk. yoy fe 





MMMM 


i/o 


| ert | M-D FOLDING DOOR Hardware \~ 


For closets, wardrobes, dens, bars, room dividers, etc. ADVERTISING IN 17 
Ideal for 4 or 2-panel full or half-size interior doors of LEADING CONSUMER 





any thickness. Gives full access to closets, yet saves floor MAGAZINES BUILDS 
and wall space. Comes in completely packaged sets for STORE TRAFFIC FOR 
2 ft., 2 ft. 6 in., 3 ft., 4 ft., 5 ft., 6 ft. openings, ready to You! 
install. Remember, M-D Folding Door Hardware can’t 








be matched for ease-of-operation, ease-of-installation. 


MACKLANBURG-DUNCAN CO. 
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SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


Some tax relief seen likely 
for small firms next year 


Small business firms stand the best chance of 
getting some tax relief in 1960 in years. 

The House Ways and Means Committee, which 
starts all major tax changes, is now conducting 
a broad study of all tax laws. Its first objective 
is to close loopholes which permit favored groups 
to escape paying their fair share, thus raising 
taxes for the bulk of taxpayers. 

The committee is also seeking to correct unfair 
taxes, and to remove those taxes which penalize 
some taxpayers because of special circumstances. 
Small firms are among those penalized by the 
tax laws. 

Among possible congressional measures: To 
permit self-employed persons to deduct funds set 
aside for retirement; ease the inheritance tax 
which now causes many mergers; and permit tax 
deductions for reinvested profits. 


outlook 


Current budget problems are working against 
any across-the-board tax cut, but some relief is 
likely for small business men. Now is the time 
for you to write congressmen and the committee 
urging tax relief. 


Farm income faces another 
dip in some areas in 1960 


Farm income is going to dip again in 1960, 
the U. S. Agriculture Department warns. 

So far, the experts won’t predict just how 
much farm spendable income will suffer. This 
year, farm income held up well through the first 
six months, then dropped sharply. For the year, 
the department says net farm income will be al- 
most $2 billion below the 13.1 billion recorded 
in 1958. 

This puts income at $11.3 billion, which is 
about the same as 1957. Another decline may 
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put the total as much as $1 billion below the 
1957 and 1959 amounts. 

Next year’s dip in spendable farm income will 
result from lower prices for farm products and 
continually rising prices for farm supplies such 
as seed, feed, fertilizer, and machinery. Cattle 
and hog-raising areas will be affected the most. 


outlook 


Some of the expected dip in farm income should 
be offset by higher wages for farm families from 
other sources, such as industrial jobs. Long-term 
credit sales on big ticket purchases will help 
farm area dealers hold volume. 


Some advance-fee swindlers 
caught, many still active 


Government agents are making headway in 
their crackdown on fraudulent advance fee 
schemes. But many fakers are still operating. 

Since the Post Office and Justice Departments 
started the drive a year ago, they have prose- 
cuted a dozen firms for loan schemes and a simi- 
lar number for real estate fraud. 

These operators collect a fee from a small 
businessman to sell his business or to get him 
a loan. They rarely deliver any service, and 
don’t return the fees. 

The Justice Department recently secured a 
mail fraud indictment in Denver against one of 
the largest such operations. The firm had 110 
salesmen across the country. Agents charge 
they collected advance fees from 600 business- 
men for loans, secured less than 10 loans, and 
returned none of the fees. 


outlook 


Beware of firms seeking fees in advance for any 
service. Some are legitimate, but many are not. 
Beware of advertisements for services which 
make lavish promises. If you spot a possible 
fraudulent operation, report it to your local 
postal inspector. 
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7” saw detaches 
for portable use! 


Saw 


WITH ; — . Easily, quickly 

. - 8 — reattaches with no 
PATTERNMAKER sw oe ” oan cael 
PRECISION 


MODEL UP-25 





AE 


FIRST RADIAL SAW EVER OFFERED 
AT ANYWHERE NEAR THIS LOW PRICE! 


All the features of saws selling for twice as much plus dual portability! 





® Powerful 1 hp automatic safety clutch saw cuts 3°’ Until today, it has been necessary for SUGGESTED RETAIL 
stock at 90° and 2” at 45°! your customers to spend at least $100 
eH duty 54" ‘ion A level ‘nsid more for a saw of this type. . . and then $ 
mae aie te sia _ OVEN Sow wee they had to buy a separate saw for port 
a oo — able hand use. That’s why radial saws 
® Heavy U-beam 5-point support base! have never been fast sellers! But now, the 
e Full 180 ) swing in front and behind fence! Shopmate Radial Saw provides all the 
accuracy and twice the versatility at a a 
@ Automatic self-positioning adjustments! price that everyone can afford. National c i a n 
® 8-second blade coast-down and fingertip power control! advertising in leading consumer publica- WEN GISeT TaETe. 
2 tions will tell your customers all about it. Heavy duty utility 
® Anti-kickback in front of blade! Be sure to have it in stock when they ask stand also availabie. 
@ Widely spaced ball bearing carriage! about it! 
. ® Rips to center of 51'2” panel, crosscuts to 16” on 1” board! od 
® Dual portability: total weight only 68'2 Ibs., saw easily OL. pe e oe 
m table use! 
removed for Pe oe mail to: George Weatherby, Sales Manager HA.129 
2 New warp-proof work surface with adjustable rip fence! PORTABLE ELECTRIC TOOLS, INC. 
® Makes all radial saw cuts: cross cuts, rips, miter cuts, bevel 320 W. 83rd St., Chicago 20, Ill. | 
ss. dades. cove cuts. bevel olouahs! Please send complete information on the new No. UP-85 Shop- 
curs, 4 4 P gms: mate Radial Arm Saw, including prices 
Name 


PORTABLE ELECTRIC TOOLS, INC. } .. Sar, : 
‘irm Name___. - 
320 WEST 83RD STREET, aint 
CHICAGO 20, ILLINOIS 


City _ _____ Zone State 
Canada: 452 Birchmount Road, My Preferred Distributor 


Toronto 13, Ontario - — 
Want more facts? Circle 105, p. 51 
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HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


High sales on low stocks... 


Inventories continue to fall as sales rise. Manufacturing and trade 
inventories dipped again going into October, under the force of the 
steel strike. Yet sales were up, making inventories proportionately 
smaller still. The total drop in inventories exactly matched the total 
gain in sales in September—$400 million. This has been the pattern 
for several months. It means: An active Christmas season will wipe 
out many backup stocks of key lines. This should produce a scram- 
ble for the best sellers late in December. High volume of outs will 
be common in January. 


Construction: outlook mixed ... 


The construction picture for 1960 is taking form. A decline in hous- 
ing is predicted because of tight mortgage money. But it will offset 
gains in other major construction categories, producing about a 
1 percent drop in total construction, reports the F. W. Dodge Corp. 
Construction in 1960 will still be huge. The forecast predicts con- 
struction contracts to reach $36,040 million, the second highest fig- 
ure on record. The market for construction materials and services 
in 1960 is predicted to be among the largest ever. 


Next year looks good... 


The first half of 1960 shapes up generally good for business. This 
is the opinion of top economists from business, government and 
educational fields. They predicted, at the recent University of 
Michigan’s Conference on the economic outlook, that a tremendous 
boost will come from replenishing inventories depleted by the steel 
strike. The value of this business is set at $7 billion. Other favor- 
able factors for a good first half are: Steel industry operating at 
80 and 90 percent capacity; automotive sales 6.3 to 6.7 million 
units; machine tool orders up 5 to 10 percent. 


Production holds gains .. . 


Gross national product was at an annual rate of $478%% billion 
in the third quarter. This was $6 billion under the all time high 
reached in the second quarter, reflecting mainly the loss of produc- 
tion in steel and related lines. The figure for the third quarter was 
nearly $37 billion above the final figure in 1958, and considerably 
more than the pre-recession peak of 1957. Consumer goods and new 
housing accounted for the upswing. 
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SELL THEM THE WOOD TONE THEY WANT 


These three Weldwooad” Wood Finishes make it 
easy for your customers to get the desired co/or effect. 








Weldwood Satinlac” brings out the full rich beauty of wood. It is non- 
vellowing, causes no “built up” plate glass look. Alcohol- and water- 
resistant, new, improved Satinlac works easily with no objectionable odor. 





4 \ 
’ COAT For aw exten Lio” - 
es ous tse 

Lola A first coat of Weldwood Satinlac Lightener prevents new wood from 
darkening. Not a bleach, it's an anti-wetting agent that retains natural 
wood tone — followed NV finish coats of Weldwood Satinlac. 
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lear, “woodsv pickled 
or special effects in one operation. Ideal, too, as a prime coat under paint 
to reduce checking, grain raise. Clear Firzite controls “wild grain’ when 
staining softwoods; excellent stain when tinted with colors-in-oil. 


: Firzite " —a penetrating resin sealer — gives c 


WELDWOOD WOOD FINISHES 


Wood Preservative + Exterior Stains + Paste Wax and Liquid Paste Wax 
UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y., 119 branch showrooms in the United States and Canada 


Want more facts? Circle 106, p. 51 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


If you want to be sure of spring goods, buy now, or take your 
chances later. Wholesalers are still booking futures orders on 
power mowers for delivery and payment starting in February. Mowers 
and lawn items dependent largely on steel parts will be in short 
Supply into first half of year. Many outdoor items have been 
bought heavily by wholesalers because they're sure of shortages. 
Many have already laid in full spring shipments, and expect to be 
sold out early in 1960. Check your wholesaler now. Future dating 
may be available. If your finances and stock space permit, better 
anticipate spring needs. 






































Wholesalers are concerned over slow pay accounts. Some dealers are letting 
bills slide for months. One wholesaler has been forced to add 1 percent 
per month handling charge to old accounts. Another wholesaler now sends 
copies of dunning letters to salesmen for personal followup. A number of 
wholesalers report that merely bringing the subject out into the open 

has caused sizeable improvement in payoff action on old bills. 























What's hot for Christmas? October retail figures show radio, TV 
and tape recorder sales setting a fast pace. Apparently this is 
the year to sell big-ticket items. Sales of IV sets ran 100,000 
heavier in October as against October, 1958. Radio sets scored 

a gain of 165,000 units in the same period. Tape recorder sales 
booming in some areas. Dealers generally finding little resistance 
to higher priced sets. Transistor radios are selling so well that 
Shortages are seen before Christmas. 



































Ward's is going for maSS merchandising. Montgomery Ward & Co. has just 
opened its newest store, at South Flint, Mich., Plaza Shopping Center. 
Called a pilot venture for new hardlines' stores, this 30,000 sq ft 
unit's success hingeS on mass merchandising. Some 70 percent of floor 
Space, vS. a normal 55 percent, is display area featuring slim, merchan- 
dise-laden gondolas. Fast turnover is expected from full, open displays, 
little use of stockrooms, and overnight deliveries from Ward's nearby 
warehouses. This is first of many such hardgoods stores on Ward's drawing 
boards. 
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“Molyflex” Display 
Card Assortment 
No. 166 


Attractive 10” x 131” 
three-color easel- 
backed card holds 10 
copper - finished blades 
— assorted 18- and 24- 
tooth. 








STAR “Flex-Pak’” Blade 
Assortment 
















Lets you carry a balanced in- 
ventory of 80 Unbreakable 
Special Flexibles and 20 
“Molyflex” STAR 
Blades. Doubles as 
a counter display — 
when your custom- 
ers can see ’em— 
they buy ’em! 


ao 


STAR No. 10 
Hack Saw Frame 


Ready to go to work — complete 
with a STAR Unbreakable Special Flexible 
Blade in a colorful metal-reinforced cardboard box. 


POPULAR MECHANICS Window Promotion 


If you‘re participating in this exciting promotion, you'll be pleased 
to know that STAR is, too. You'll want to feature STAR and 
Clemson products in your window...to get full benefit now! 





STAR Special Flexible Assortment No. 45 


A fast selling, all-purpose assortment mounted on an 
eye-catching 2-color display card. 


STAR No. 190 
Pack 


50—12” STAR Spe- 
cial Flexible Blades 
mounted two to 
an attractive peg 
board card for fast 
self-service sales. 








STAR No. 185 Pack 


10—12” STAR “Moly” 
High Speed Blades — 
mounted one to a colorful, 
informative card for bin 
or peg board display. 


* ring up profits for you 


STAR hacksaw blades and frames are packaged with your 
customers in mind — type, size and number of teeth clearly 
marked for quick identification. It makes selection easy. 


And your customers know STAR quality — standard in the 
industry for over 75 years—the finest grades of steel, a 
unique tempering process and a handsome rust-eliminating 
finish add up to the smoothest, fastest metal cutting blades 
on the market. 


Check the attractive STAR packages above — designed for 
fast moving, self-service counter, bin or peg board display. 
These sturdily packaged, colorful sellers boost first-time 
sales and make repeat sales easier. 


Order Now — when you stock STAR you know you're as- 


sured of prompt deliveries and a fair sales policy — from the 
company that sells only through recognized wholesalers. 


Keep your eye on Star for a galaxy of new developments. 


CLEMSON BROS., INC. Middletown, New York, U.S.A. @ +: 


MAKERS OF HAND AND POWER HACKSAW BLADES, FRAMES, METAL AND WOOD CUTTING BAND SAW BLADES AND CLEMSON LAWN MOWERS 
Want more facts? Circle 107, p. 51 
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Only the 
best wood rules 
merit this seal 


























Although this seal is new, the quality it stands for 
is an old, old story to regular Lufkin customers. 
There are so many advantages to owning a 

Red End, and this new seal symbolizes them all 
in a quickly visible, sales-stimulating way! 


New ads will 
boost acceptance 
even higher! 


This ad, for instance, appears in 
the January 23 issue of Post. 
Others will follow in PRACTICAL 
BUILDER, POPULAR MECHANICS, 
MECHANIX ILLUSTRATED, 

and THE CARPENTER. Page after 
page of sales messages to your 
best customers. 





And the Lufkin Turnover Target 


ew" Customers have learned to head for 


BASIC MEASURING TOOLS the Lufkin Turnover Target whenever 
_ they need better measuring tools. 

There are FOUR Red Ends on 

the Target .. . and more and more 
customers will soon be reaching 

for them. Be stocked and ready to go. 
The Lufkin Rule Co., Saginaw, Michigan. 


keeps them moving... fast 






WHY STOCK TWO WHEN 
ONE WILL DO... 


if it’s the Lufkin line! 
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More people want it... 





It’s a fact! More and more people are looking for... 
buying . . . Republic FE Plastic Pipe. Big reason— 
aside from the growing number of uses—is Republic 
quality. 

The warranty on the opposite page (covering pipe 
performance in jet well installations) is proof of our 
confidence in this superior product. Superior because 
only the finest and most recently improved polyethyl- 
ene resins are utilized. Superior because only the most 
modern equipment and extrusion techniques are em- 
ployed. Superior because rigid quality control assures 
consistently better performance in the field. 


REPUBLIC ¥§. PLASTIC PIPE 


Lightweight FE Plastic Pipe is easy to install. Cuts 
with knife or hacksaw and joins with insert-type fit- 
tings and clamps. FE is not affected by sunlight, freez- 
ing, or the most severe acid or alkaline soil. Ideal for 
dozens of applications including lawn sprinkler sys- 
tems; irrigation uses; swimming pool lines; permanent 
or temporary lines to chicken houses, hog houses, beef 
and dairy barns, pastures, and stock feeding areas. 

For more sales... faster sales ... offer your customers 
Republic FE Plastic Pipe. Contact your Republic dis- 
tributor for complete information without obligation. 
Or, mail the coupon at right. 


The Public Respects the Quality of Republic Products! 








STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in q 
full line, in sizes you want. Call your Republic Pipe Distributor. 























ROOF DRAINAGE PRODUCTS—a complete line that’s competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO® Stainless Steel, 





NEW COUNTER DISPLAY FOR NYLOK® SELF-LOCKING NUTS — 
displays six sizes for the most popular applications in handy 
self-service carton. Red, yellow, black. Price chart on back, 


el 





WIRE NAILS AND STAPLES—c complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacturers. 
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more people buy if... 


FE PLASTIC PIPE—for livestock watering, lawn sprinkling, and irri- 
gation uses. Supplied coiled in diameters from 12-inch through 
3-inch, and in straight lengths in 4-inch and 6-inch diameters. Plus 
a complete line of fittings. Send for details. 
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fg Pipe made of Alathon 25 for use as drop pipe for setting single-stage or multi-stage : 
eS double pipe jet pumps. The warranty provides the following considerations to its holder 
14 if the pipe fails within five years from time of installation. (Proper installation procedures 


must be followed as listed on the reverse side of this sheet.) 
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REPUBLIC STEEL CORPORATION 
DEPT. HA-7836 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 





- 
Please send more information on: | 
0 Flexible Plastic Pipe | 
[ Republic Steel Pipe 
[1 Nylok Counter Display | 

| 

| 


i 

| 

| 

| 

| 

, 

Wolds Widest, Kange | 0 Roof Drainage Products 

7 C) Wire Nails and Staples 
| - — 
| 
| 
| 
L 











Address 








Stal Product ) 
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Patented Double Prong Fasteners support heavy 
weight without damage to Pegboard.* 


Designed for any standard Pegboard* panel having 
quarter-inch holes, these colorful, eye-catching displays ts te a 
are so compact as to make possible a complete Crescent ere Trade Mark 
Tool department in a 25 square foot area. Rigid con- mal 
struction with long tool hooks provides generous stock 
capacity in small space. 

Each of the 18 units illustrated above comes in its 
own individual carton; fixture and tools complete. Each 


unit is priced at the cost of tools alone...no charge 





whatsoever for the mounting fixture. Only fast turnover 


tools are included, conforming closely to NRHA in- Retell ortecs rinted on etvips. We 


supply new ones for price changes. 


ventory recommendations. Your jobber can give you 


complete information. See him soon. 









*Pegboord is a registered trademark of the Masonite Corp. 





Sign of the. frtisan 
Aj poe of Crcllence 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, N EW YOR K 
Want more facts? Circle 110, p. 51 
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AAR Unions and 
Union Fittings 





Malleable Fittings 
and Unions 


Cast lron Screwed 


me » Patented Drainage Fittings iat 


Test Tees, and Roof 
Connectors 


Fittings 


Cast Bronze Solder-Joint 
Drainage Fittings — 
Over 600 Sizes 


Malleable Fittings, 
Package-Protected, 
Cost Less to 
Handle, Stock, 5 
and Use my 
rsh 


eel é: 


Cast lron Drainage 
Fittings ‘ 


Bs 


Ce 


ri,  Solder-Joint Fittings, 
ai Package-Protected. 
Keep Fittings 
Clean, Ready 
to Use 


Pipe Nipples, Package- 


Protected, Standard 
Sizes, Assortments 
—A Full Range of 
Sx. Sizes Packaged 
© QUALITY EXCELLENCE a 


© SERVICE i, 4a 
© DISTRIBUTION ‘ 


ft 
ad 
; 
: 


> 





4 
7 


The GRABLER Manufacturing Co. 











6565 Broadway « Cleveland 5, Ohio 


Standard Bag Quantities, 
a 


ar a Handling, Easier 


Cast Bronze and Wrot he 
Solder-Joint Pressure Fittings— “Sz> 
Full Range of Types and Sizes ~“ 


Pipe Nipples — 
Standard Sizes, 
Assortments 


Malleable Railing 
Pipe Hangers, Fittings 
Supports, and 
Accessories 
; A pipe fitting for practically every known piping 
requirement, plus the advantages of 


package-protected fittings. 


STANDARDIZE YOUR ORDERS WITH 
GRABLER SQUARE GEE FITTINGS 


Order your supply from your wholesaler today. 


CLEVELAND.OM MEA 

Warehouses Providing Dependable Service to Wholesalers 
New York ¢ Philadelphia © New Orleans 
Boston @ Atlanta @ Pittsburgh © Cincinnati 
Dallas ¢ Chicago ® St. Louis * Detroit ¢ Denver 
San Francisco @® Los Angeles 


Cast Iron Fittings in 


Means Easier 
Minneapolis ¢ 


“2, Identification 
%, 
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THIS NATIONAL SYSTEM provides 
quick, error-free customer check- 
out and builds customer good-will. 


GEORGE LEBEDA, OWNER 
of Lebeda’s Ace Hard- 


S < aaa ; . RF 
A WIDE VARIETY OF MERCHANDISE, plus 
modern, spacious layout, assures the pop- 
ularity of this Chicago hardware store 


“Our Calional System 
saves us*2400 a year... 


pays for itself every 12 months! ” iti Ace Hardware, 


“Inventory control is vital in the 
Hardware Business. It often spells 
the difference between a chaotic 
operation and smooth, efficient 
management,” writes George Le- 
beda, owner of Lebeda’s Ace Hard- 
ware. ‘‘We are happy to say our 
National System gives us a complete 
control in all phases of our business. 

“Thanks to the department total 
feature on our National, each classi 
fication of merchandise is speedily 
analyzed. From this we can pick up 
lagging sales in any department. The 
Itemized receipt is another outstand- 
ing feature of our National System. 
This builds customer-store relations, 


and also provides us with tight cash 
control so sorely needed in business 
today. Since installing our National, 
mistakes in addition have been 
eliminated and Charge Control has 
become perfect. 

‘“‘We recommend any hardware 
dealer searching for a highly efficient 
system to contact his NCR Repre- 
sentative. Our National System 
saves us $2400 a year and pays for 
itself every 12 months.” 


Meg Late 


owner of Lebeda’s Ace Hardware 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES ¢ 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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~~ eo .* ms ware, Chicago, Illinois. 
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Chicago, Ill. 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly 
through savings, then we “~ 
continue to return a MWilonal 
regular yearly profit. Y: ~, 
“pale 
National s world-wide YEARS 
service organization 1959 
will protect this profit. 


*TRADE MARK REG. U.S. PAT. OFF. 


CASH REGISTERS * ADDING MACHINES 
ACCOUNTING MACHINES 


wer paper (No Carson Required) 





pS es 
get ES 
iat ae +4* 
be tas Af ; 
= LZ 


W7Tie Ht SPANTE 






































SHEE moe , ae 
) é' SUVER STAR 
| | ’ . ad Sued Pewe bee @ nod Lane BALE si 
i | oe 
BETHANIZED “md 
i] 


CLOTHES LINE 



























































FLOORING 





Mort ne Mae ag Bod 








ey 


this handy 
Bethlehem nail chart 


This eye-catching Bethlehem nail chart is mighty handy for 
everybody who buys and sells nails. Printed in color on a sturdy 
steel sheet, it measures 30 in. high by 18 in. wide. 

Clearly illustrated in actual size is the complete range of popular 
sizes, styles and finishes: bright, blued, cement-coated, and 
galvanized 

Next time you talk with the Bethlehem salesman, ask him to 


see that you get some of these popular nail charts. And remem| 


er 
you Can count on him to give you prompt delivery of other 
dependable Bethlehem wire products: baling wire, bale ties 
barbed wire, farm fence, steel fence posts, bethanized clothesline 


and bolts and nuts. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Du Pont Announces Dramatic 
Sales of Fertilizers 
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aereloped 
e ou yers keep 


all season! 
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called “pram ro. 
by Du Pont, * helping hom 
lawns green and pealthy 


lond- 
conun yushy 


‘a\ e\emet \% 


+e VAG? FO? 
1 


oti 
HROV 


24 eH 
ARDW 
ARE AGE, December 3, 19 Want mor FN 
‘ia e facts? Circle 114 on 
. p. 51 





Nationwide Promotion to Boost 
Containing Uramite 


Cash in on this “red-tag” advertising windfall 
that will reach an audience of over 43 million 
through “Reader’s Digest” and other sources. 


Here’s one of the greatest sales opportunities you’ve ever had—on 
For beautiful lawns. Mowers and shrubs. nitrogen mer Pa aa eae oe 
plant tod is needed in a gradual. steady supply brands of fertilizer containing Du Pont ‘“‘Uramite’”’. Du Pont is back- 
u) t perts : ee eo. 99 ; : , 
ey aibciaws UE bie wt GUE ae tae ing ‘‘Uramite’”’ with a tremendous promotional campaign—one that 
feeding nitrogen material, Uramite can pour big dollar profits into your pocket. And what promotion! — 
national magazines, newspapers and sales-promotion materials—all 
helping you sell fertilizer with ““Uramite’’. Think of the demand this- 
‘‘red-tag’’ promotion will create. Be ready to meet it. Stock up now 


on a brand of fertilizer carrying the distinctive red tag of Du Pont 


CONTAINS 


DU PONT 
URAMITE “Um” 


 Fertihzer Compound 








ania 
a 
ee 
: 


Free, easy-to-use display 
f cards, banners and posters 
Be sure | &> for dealer use will tie in with 
th mahte@uiees secen this outstanding nation- 
e =>», wide advertising program. 
fertilizer ai /™| All are designed to create 
“ Resse sales for you by identifying 
brand you yourstore as ‘headquarters ' 
' ween for fertilizer containing 

stock carries | ee oe Du Pont ‘“Uramite”’. 
this red tag 














PERE. 








— 


NEIGHBORHOOD COVERAGE 
NATIONAL MAGAZINE COVERAGE Ee ony 


ay \¥ IN YOUR LOCAL NEWSPAPERS 
TO MILLIONS OF HOBBY GARDENERS | ett casa mentees 
2 ere’s coverage that pinpoints directly 
on your own trading area—local news- 
papers—creating an immediate demand 
deners will be — for fertilizers with ‘“‘Uramite’’. Get ready 
aware of fertilizers wit ees to meet it now. 
the red tag on the bag ——= ———— avo 
that says this mixture yo 
contains ‘‘ Uramite’”’ 
The schedule of adver- 
tising to the hard core 


of hobby gardeners will sade 
commence in February Fo i 
and run through April — 9) | 
in‘‘PopularGardening” [9 9” : 
and ‘‘Flower Grower’. — 
REG. U.S. PA ; 


BETTER THINGS FOR BETTER LIVING... THROUGH 


Thecountry’shome gar- 
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PLAN NOW! ATTEND AMERICA’S FOREMOST 
EXPOSITION OF DIVERSIFIED BUILDING 
MATERIALS, HOME IMPROVEMENT & BETTER- 
LIVING SPECIALTIES, MODERNIZATION PRODUCTS, 
EQUIPMENT, APPLIANCES & FURNISHINGS. 


See new building products, fast selling commodities and specialties, fresh 
sales opportunities... get the whole product and market picture in one 
major show! Home improvement, modernization and better-living 
standards are today’s boom industries in America. Here is unparal- 
leled growth in demands for goods and services to keep the nation’s 
71,000,000 homes up to date and their owners content and com- 
fortable. Capitalizing on the boom is the Theme of the 1960 


& 
HIP Show. Here are the products, materials, equipment and 4 


methods you will need. Hear experts define problems, pin- 
point challenges, suggest solutions. At HIP Show you will 
prepare for maximum volume and profit with assurance 
and clarity. Never before has so comprehensive a trade 
event been brought to the home improvement industry. 

Plan to capitalize on it now! 


HOME IMPROVEMENT 
PRODUCTS SHOW 


FEBRUARY 5S, G6, 7, 1960 
NAVY PIER, CHICAGO 


fourth annual Dept. H-A 


HOME IMPROVEMENT PRODUCTS SHOW 


831 Madison Avenue, New York 17, N.Y. 


EXHIBIT HOURS we ae 
Please send FREE PORTFOLIO on home improvement markets, future poten- 


tials and 1960 HIP Show, including advance registration. FRIDAY-—-11:00 AM—10:00 PM 


SATURDAY—10:00 AM—6:00 PM 
SUNDAY--12:00 PM—6:00 PM 


Firm 
Per. 
Address 
City & State 














Sponsored by the 


HOME IMPROVEMENT 
PRODUCTS ASSOCIATION 





Please check applicable box [] Manufacturer 
[] Building Materials Dealer () Specialty Dealer 
[] Applicator/Contractor (1) Other 
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Cool Weather Makes Hot Prospects for 
M Dutch Brand Rub’ R-Shim Weatherstrip 


Stock up now because cool winds will blow hot Rub’ R-Shim prospects your 
way. Dutch Brand Rub’ R-Shim sponge rubber weatherstrip seals in heat, 
reduces vibration noise, cuts the cost of fuel down to the bare minimum. 
Easily applied with fingertip pressure, it sticks instantly on smooth or uneven 
surfaces, always looks like a professional job. Because it keeps heat cost 
down, you can tell customers they make money with Rub’ R-Shim! 


Order now and get up a display—a small assortment is available packed in a 
colorful display carton, combining the most popular and fast-moving sizes in 
10-foot rolls. Or talk to your DB man about the wide range of sizes in 10-ft. and 
50-ft. rolls. Remember—dropping temperatures mean rising sales volume. 


JOHNS-MANVILLE DUTCH BRAND DIVISION 
7800 South Woodlawn Avenue, Chicago 19, Illinois 
In Canada—Johns-Manville Co., Ltd., Port Credit, Ontario. 


Jouns-MANVILLE 
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The Image of CFel. 
source of top-quality Hardware Cloth 


MOST POPULAR SIZES 


VME 





This giant steelman represents the quality steel 
products that are made at CF «el plants extending 





Distance Weight per Roll (ibs.) 


across the country. He symbolizes, too, the com- 
plete sales and service facilities available through 
CFel’s national network of offices and warehouses. 


He is your assurance that CF«I Hardware Cloth is 


Mesh 


Between 
Wire 
Centers 


Gage 
Wire 





24°" 
wide 


30°" 
wide 


36°" 
wide 


43°" 
wide 





2x2 
3x3 
4x4 


y,** 
cae 
YM 


19 
21 
23 


38 
56 
34 


13 
70 
68 


87 
84 
81 


116 
112 
108 


top-quality. Double wires at each side of the roll add 8x8 1" 21 48 60 12 96 
strength . . . careful zinc coating after weaving im- 
proves rigidity, wear qualities, corrosion resistance. 


‘ You can recommend CFéeI Hardware Cloth with 
confidence. It withstands severe forming, bending 
or twisting without breaking at edges or other 
points . . . assures user satisfaction. 


Furnished in full-length 100-ft. rolls, CF«I Hard- 
ware Cloth is supplied in a variety of widths, 
meshes and wire gages, to meet various applica- 
tion requirements. 





























And CFal Hardware Cloth is just one of a complete line of 
quality steel Hardware Products produced by CFal. The CFal 
sales office nearest you will supply complete information. 
Contact them today, and ask for your free copy of WPR- 
292, CFal’s new Hardware Cloth booklet. 


HARDWARE PRODUCTS 
THE COLORADO FUEL AND IRON CORPORATION 


fn the West: THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo * Billings * Boise * Butte * Denver * El Paso Farmington * Ft. Worth * Houston * Lincoln 
Los Angeles * Oakland + Oklahoma City + Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 
in the East: WICKWIRE SPENCER STEEL DIVISION—Atlianta * Boston * Buffalo * Chicago * Detroit * New Orleans * New York * Philadelphia 6780 


Want more facts? Circle 117, p. 51 
28 e HARDWARE AGE, December 3, 1959 





THE PROFITABLE ; 


MODEL 400 — au-new 


lightweight, high-performance 
chain saw. Ideal for multiple farm, 
estate, sportsman uses, yet has 
power to spare for sustained pro- 
duction cutting. Packed with new 
features. Cutter bars, chains, 12 
to 20 inches. A money-maker! 





MODEL 600 — rugeea 
heavy-duty professional chain 
saw. New high power, new low 
weight, many new features. Cutter 
bars, chains, to 32 inches. Real 


move 600 

PLUNGE BOW SAW 

Teams all-new “600° with Pioneer 
plunge-cut bow, chain. Takes “stoop” 
out of felling and bucking! 








This is the Championship Year for Pioneer! 


How would you like to sell the hottest ing displays, the kind of help you need to build 
high-profit line that ever wore the Pioneer — customer traffic and volume sales. All this plus 
brand! Real performance Champions in the most liberal service and warranty policy in 
the tradition of Outboard Marine Corporation! the industry! 
from here on in, you can cash in on rising Now, more than ever, it will pay you to talk 
Pioneer demand, sparked by heavy national ad- Pioneer, demonstrate Pioneer, sell Pioneer! If 
vertising in top-ranked farm and professional mag- you're not an authorized dealer, it’s high time you 
azines, and focused directly on your own prime looked into the profitable Pioneer story. Mail the 
prospects! A big local-support program, bold sell- coupon. Get the facts by return mail! 


PIONEER SAWS, Dept. PHA-129 
Waukegan, Iilinois 
Division Outboard Marine Corporation 


Send for the Pioneer Profit Story Today! 


. PIONEER 
CHAIN SAWS 


DIVISION OUTBOARD MARINE CORPORATION ® WAUKEGAN, ILLINOIS 
Makers of Johnson, Evinrude, Gale Outboard Motors ® Lawn-Boy Power Mowers 
Midland Power Garden Tools ® Cushman Utility Vehicles 


Please rush me complete information on the profitable 
Pioneer franchise and the new Pioneer line for 1960. 


Name 





Address 





City & Zone 
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Serving LG housewares industry siuce ists: 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


‘GTalkotol a olela-ha-1e Male) aie) all olaehan 


1130 Merchandise Mart * Chicago 54, Illinois 
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TEN PRECISION TOOLS IN ONE 


UNIT...A COMPLETE MACHINE SHOP IN MINIATURE! 


If you handle any power tools heftier than a quarter- centers!) UNIMAT converts to any of 10 different 
inch drill, YoU CAN SELL UNIMAT! Everybody’s a likely machines — from lathe to vertical miller... indexer/ 
customer — the basement craftsman, the local jeweler, divider... drill press... jig saw... polisher/grinder .. . 
the handy Andy who runs the TV & Appliance repair tool & surface grinding machine... threader.. . circu- 
shop — all of them can use UNIMAT. It’s an engineering lar saw... and portable drill — in seconds! Thousands 
triumph in 16 inches, a jewel of a tool that will perform of hobbyists and hundreds of blue-chip outfits* have 
every conceivable machining operation with amazing already proven its buy-appeal; UNIMAT can just as 
precision (tolerances to .0005” when turning between easily prove to be a solid profit-builder for you! 





NATIONALLY ADVERTISED BASIC 
UNIMAT** RETAILS PROFITABLY 


FOR ONLY $499°°! 





**INCLUDES lathe, motor, and components for conversion to drill 
press, tool & surface grinding machine, vertical milling machine, 
and polisher/grinder. A complete range of low-cost attachments 
and accessories is available. Fine Austrian craftmanship. 








*TO MENTION A FEW—Atom Products Div. of GE, U.S. Naval 

Research, Bell Telephone Laboratories, Westinghouse, Pratt & 

Whitney, Raytheon, NYU-Bellevue Medical Center, Smithsonian 
/ multi-functional 10” lathe on the market! Institute, General Motors . 


WRITE FOR ILLUSTRATED LITERATURE AND PRICE LISTS 
AMERICAN- EDELSTAAL, INC. /DEPT.NL /350 BROADWAY / NEW YORK 13, N.Y. 
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EXAMPLE #1 
OXCO ROOFING BRUSHES 


A full line of 
volume sellers in 
a wide variety 
of styles for hot 
or cold appli- ; 
cations. Stock 
the Tarboy, 3K 
Nickelac. 


EXAMPLE +2 | 
Tops for general 
OxXco SCRUBS$ = cleanup work. A 


complete line with 
many choices of 
block styles, fill- 
ings, finishes. 
Stock Cornell 
W. T., Brant, 
Goose. 


THERE’S GOOD 
PROFIT FOR YOU IN 














BRUSHES 








EXAMPLE #3 
| OXCO GONG- -TYPE BRUSHES 





EXAMPLE #4 
OXCO SCRATCH WIRE BRUSHES 













fills, 8, 12, and 20 inch blocks. 
Styles for every preference. Ideal Stock the Alarm. 


for cleaning off scaling paint. 
Scraper tip quickly removes old 
putty and caulking. Stock the 
Veery, Lark, Petrel. 


| = oxco § 
' Ideal for application of waterproof 
EXAMPLE +5 mgmt masonry paints. Wide variety of 


OXCO WHITEWASH AND 
KALSOMINE BRUSHES 


For whitewash work, ma- 
sonry, painting, applying 
final waterproofing coats. 
A style and quality for f 
every purpose. Stock the 4 
Mason, Glilosso, Snow- 
flake, Star. 














Builders and home-owners everywhere depend on 
a wide variety of Oxco brushes to get jobs done 
neatly, efficiently, and economically. Stock these 
EXAMPLE 6 Oxco sales leaders to pick up more profit from your 
OXCO RED BREAST WHISK a) building trade and home-owner customers. See 
j your Oxco Jobber for full details on these and many 
other Oxco brushes suitable for construction and 
home maintenance jobs. 


Oxco 





Handiest brush around 
the home. Useful in 
shop or car. Sales tip: 
Recommended for 
sweeping leaves from 
gutter spouting. 























EXAMPLE +7 OX FIBRE BRUSH COMPANY, INC. 
OXCO WINDOW BRUSHES pierce "aa geome 
s pee 
aaa EXAMPLE +8 
OXCO PUSH BROOMS se 
Excellent way to wash picture win- - ;, COMPLETE LINE 
dows... doa real pro job. Available nollie sere, in- iM 
in both oblong and round styles, also era ‘cl eee 
le. Stock the Glory, —— Se eee 
fountain’ style. — Stoc ry pone eee HARDWARE RETAILER 
' ; the Maryland, CATALOG 
for home inte- 
riors; the Regent, SERVICE 
economy all-purpose 
broom; and the Ranch House, 
quality outdoor broom for home use. 
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You can save money... 


with an aecurate inventory er 











Your inventory count is very important. Here are some tested 


ideas for a speedy, accurate count that can save you profit dollars 


An accurate inventory saves you money. There are several reasons why this is true. 

An accurate inventory brings to light losses through thefts, unrecorded breakage and 
other irregularities. You can pinpoint these trouble spots. Mistakes made in buying show 
up. You can correct such buying practices that lead to this kind of costly error. An accu- 
rate inventory also highlights slow moving merchandise. You know what merchandise to 
put on the clearance tables. 

An accurate inventory, also, gives you a picture of sales and turnover which is a solid 
basis for calculating your net profit and the income on your investment. Except for 
inventory figures, you do not have any way to know for certain whether you are making 
money, regardless of the sales figures you get from your register. 

There is another important reason why you need an accurate inventory. Careless in- 
ventory-taking may lead to trouble with the Internal Revenue Service if your return is 
challenged. You have to be able to prove your cost and profit figures. Whether Interna! 
Revenue Service officials will accept your figures may hinge on how accurate you took 
vour inventory. 

Many dealers spend about 310 days a year buying and selling merchandise. These 
dealers spend only one or two days a year counting stock to find out if their stores are 
profitable. A little pre-inventory planning will smooth over the work of these few days. 

(Continued on page 35) 
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You can save money... 
with an accurate inventory 


(Continued from page 33) 


An accurate inventory can start before the actual 
stock counting arrives. You can start your pre-inven- 
tory planning by organizing your stock. Make sure 
all bins, drawers and shelves are properly marked and 
that merchandise is in its right place. 

Then organize your inventory-record forms. You 
can write in descriptions. This makes stock counting 
faster and more accurate. Counters can identify mer- 
chandise listed on the form with items on the shelves, 
so they can concentrate on counting. 

You can organize your clerks and the extra help. 
They will know exactly what to do. You will be free 
to roam your store, to check on the work and to catch 
errors. Here are ideas you can use in your store to 
get an accurate inventory. 


Here are store-tested ideas you can use 
to take an accurate inventory 


Before inventory day ... 


(1) Personnel:—Set up a two-man team, a counter 
and a lister, for each major department. Plan on 
having enough help to do the job in one day. 


(2) Materials:—Get inventory record sheets. Fill in 


< 





How to start your inventory 


You can order your inventory record sheets 
now. Then you can write in merchandise de- 
scriptions before starting the stock count. 


Form CC402 (shown on opposite page) is white, 
9!/> x 1134 in., with 25 lines on each side. Cost 
is $1.35 per 100 sheets up to 500; $1.10 per 
100 sheets for more than 500; postpaid. 


Form CC401I is yellow, 10 x I5!/, in., with 36 
lines on each side. Cost is $1.75 per 100 sheets 
up to 500; $1.50 per 100 sheets for more than 
500; postpaid. 


Send your check, with order, to Hardware Age, 
Reader Service Dept., Chestnut & 56th Sts., 
Philadelphia 39, Penna. 








merchandise descriptions. Get soft pencils, and boards 
to write on. 


(3) Store preparation:—Start a housecleaning pro- 
gram on merchandise. Clean out bins and drawers; 
markdown damaged or shopworn items. Group dupli- 
cated lines in one location. Be sure all items, or bins 
are price marked. 


(4) Floor plan:—Make a master floor plan. Number 
each stock location. Put the same numbers on inven- 
tory record sheets for each stock location. 


(5) Incoming shipments:—Plan to freeze all incom- 
ing and outgoing shipments on inventory day. List 
all items you own that are out on loan or for repairs. 


On inventory day... 


(1) Distribute inventory sheets:—Place one sheet in 
each stock location. Use a full sheet for each location, 
even though all lines are not used. Number all sheets. 
Remember, one bin missed can make your inventory 
hundreds of dollars short. 


(2) Organize your teams:—Start the day with a 
meeting. Make certain everyone understands your 
inventory record sheet. Drive home the need for 
accuracy. 


(3) Organize your time:—Roam the store to spot 
check the work. Be available to answer questions, 
make decisions. Switch workers in a team so one 
person counts part of the time, records the other part. 
Allow time for coffee breaks, luncheon. Avoid hurry- 
ing workers. Do not let anyone go home until every 
inventory sheet is collected and spot checked for ac- 
curacy. 


After inventory day... 


(1) Examine all sheets:—Correct obvious errors of 
price and quantity before sheets are extended. Have 
your most efficient employee make price extensions, if 
possible on a machine. An accurate inventory count 
can be ruined by bad bookkeeping. 


(2) Study quantities to guide buying—Figures will 
help you decide where to build up, where to trim in- 
ventory. Use figures, also as a guide for promotions 
to reduce overstocks. 


(3) Check quantities for shortages :—If your final ac- 
counting figure shows a shortage of more than you 
think it should be, or 2 percent, take action promptly. 
Shortage may be on account of thefts, poor stock count- 
ing, errors in markdown records, inaccurate prices or 
extensions. If you suspect irregularities, tighten your 
management. Plug potential leaks. If you suspect 
your inventory is not accurate, take another one im- 
mediately. It is cheaper in the long run to find out if 
you took an inaccurate first stock count, or if losses 
can be stopped by tighter management. @ End 
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Five improvements later, the store is big and modern. & 


During the store's first expansion in 1953, it looked like this. 


Reason for success... 








> 


Keep changing with the times 


.. + Frequent modernizations provided more selling area, 


better display space. Sales volume boosted five times. 


Success stories are not uncommon in the hardware 
trade. It’s the reason for success that counts. Elliott’s 
Hardware, Dallas, Texas, sums up the reason for its 
outstanding success in one word: Change. 

The Elliott store was opened in 1947 in an old 
frame house. The first floor of the house was the 
selling floor. Shelving and counters were improvised 
out of just about anything at hand. 

The store, at first, squeezed in a wide range of 
hardware items and prided itself on the fact that it 
had “at least one of everything.” 

Of course, such a store had its limits. Mr. Elliott 
became more aware of the limits as time rolled by. 
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By 1953 the decision to grow could be put off no 
longer. The inside walls of the house were knocked 
out to make more room for shelving and stock. 

Then the first of a long series of modern fixtures 
($232 worth) were installed. Now the store could 
advertise “several of almost evervthing.”’ 

The improved store, though still a long way from 
being modern, found a steady increase in sales and 
merchandise demand. 

Richard Sepa, a tool salesman who knew the elec- 
trical supply business, saw a good potential for this 
store. He convinced owner Elliott that an improved 
electrical and tool department would be a boon for 
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Glass and metal shelves alternate for most effective display of housewares. 


The paint section is more than 40 ft long. 
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Reason for success. . 
(Continued) 
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booms business year round. SE 


sales. Mr. Sepa was right, so right in fact that he 
is now the store manager. 

Expansions of other departments were quick to 
follow, namely in fishing tackle, housewares, and lawn 
and garden. It wasn’t long before a bigger store was 
urgentiy needed. 

The second big expansion for Elliott’s became a 
fact in 1956. A new one-story building with 3500 sq 
ft of floor space was built in front of the old frame 
house. The house was kept as an annex for bulk 
supplies. 

The new store featured all new fixtures. A _ tool 
bar 60 ft long was the focal point of the new display 
setup. This tool bar accounted for about $1000 a foot 
in sales per year. 

In 1957, Mr. Elliott made some more changes. He 
added a big store sign and more gondolas for the 
growing merchandise assortment his trade demanded. 

In 1958, the latest expansion was planned. Walls 
were knocked away again and floor space was in- 
creased to 6500 sq ft. More new fixtures were added 
to expand most departments. Air conditioning, 
fluorescent lighting, and an all-glass front completed 
the modernization. The work was finished this year. 

Mr. Elliott is certain that his spic and span new 
store will be inadequate a few years hence, and he 
is thinking ahead to still more changes as his trade 
requires them. 

Throughout the various changes and expansions, 
Elliott’s volume swelled. From a $48,000 a year store, 
sales have grown to more than $200,000 yearly in 12 
years. Five modernizations have brought about a 
five-time boost in sales volume. 


Walter H. Allen, Inc., Dallas wholesaler, furnished 
Elliott’s with fixtures manufactured by M & D Store 
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A continuous stream of soft fluorescent light highlights 
each item to advantage. 


Fixtures Inc. To M & D’s John Travis goes the credit 
for planning the store. 

Mr. Elliott has stuck to his original merchandising 
philosophy throughout the growth of his store: Offer 
the trade a quality range from good to better to best. 

“Stick to this quality approach in merchandising, 
and change your store with the times and consumer 
demand,” Mr. Elliott says, ‘‘and you’ll do well in the 
hardware business.”’ @ End 








Is traffic your problem? 


Try new lines 


How dealer made changes in his store to cope with the 


new marketing problems in his community. 


store’s market is changing. This, too, may dictate ex- 
pansion or addition of lines. The store may even 
have to add entire departments to meet its market. 
Phoenix Supply had already started adding two 
departments to reach a new market, then a fire 
hurried the store to a quicker transition. 
Between 75 and 80 percent of this Phoenixville, 
(Continued on page 40) 


Problem: How to get more traffic. 

One answer: Add new lines. 

Successful stores have found that taking on an- 
other line often helps solve the age old problem of 
boosting store traffic. New lines stimulate interest 
of regular customers and attract new customers. 

New lines can replace slow moving items or they 
are often added to meet modern trends. Maybe a 


New front features an angled window to attract traffic into store. 
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Full paint lines have created traffic for the store. Manag2r, John Pufko (left), and Robert Greenwood check over 


the color selection chart. 


Is traffic your problem? Try new lines 


(Continued ) 


Pa., store’s volume was in mill supplies. Less than 
one quarter of the business came from store traffic. 
That was before fire destroyed the store in March, 
1958. Yet, when owner, John Milligan, held a grand 
opening last year, more than 1500 people came in to 
look and buy. 

Since then store traffic has grown to represent 50 
percent of traffic while volume has been boosted 
about 20 percent. 

What happened? Five big points were mostly re- 
sponsible for the change. 


(1) Complete modernization. 
(2) Angled store front, toward street traffic. 


(3) Housewares displayed right up front to at- 
tract neighboring food market traffic. 


(4) Complete paint department, also a new depart- 
ment. 
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(5) Advertising budget increase of 150 percent. 


Modernization, in this case, meant complete re- 
construction of the building and all new self-service 
fixtures. C. Y. Schelly, Allentown, Pa., wholesaler, 
helped layout store fixtures with an eye to traffic 
building features. Manufacturers also helped set up 
in some departments. The check out counter was 
placed at the front door. With hardware on one 
side and housewares on the other, the counter gives 
customers a chance to buy more items on impulse 
while being checked out. 

The store front, built by Penn-Allen Glass, is set 
at an angle to attract street traffic headed out of 
town. There is a small display window in the door 
alcove outside. A different item is displayed here 
every week as a feature. 

Hardware, of course, is the biggest drawing card. 
But, housewares has played an important role in 
getting shoppers to cross the street from the food 
market and furniture store. 

Almost daily, in the past six months, regular cus- 
tomers of these stores have stopped into Phoenix 
Supply and remarked, “I didn’t know you were here.” 

It didn’t take a fire to get improvements under way 
at the hardware store. But, it did help bring things 
to a head faster. Mr. Milligan, a student of modern 
merchandising methods, recognized the value of a 
good paint line and knew that housewares were the 





bo 


sii 
LF 








Housewares are visible from the street in displays next to the front door. Shoppers from food market and furniture 
store are pulled from across the street. 


answer to drawing more customers from local traffic. 
Previou .y only outside white paint and a few pans 
were the extent of these two departments. 

When you attract family shoppers you also attract 
many do it yourselfers. The sound basic knowledge 
in hardware and paint of store manager, John Pufko, 
is largely responsible for the repeat business from 
these newly introduced customers. Do it yourselfers 
most always return to the store where help is avail- 
able. 

A hand tool section shares a large section up front 
with a power tool display. In addition to these do it 
your self traffic builders, the store stocks a good 
supply of gardening tools and supplies to fill this 
garden minded community’s needs. 

Bob Greenwood, bookkeeper who also handles pro- 
motion activities, credits the store’s increased ad- 
vertising budget with much of the new traffic. 

The value of advertising was apparent on grand 
opening days. 

Full page ads were placed in the Phoenixville and 
Royersford (neighboring community) newspapers 
which cover 90 percent of the store’s marketing 
area. A direct mailing, in cooperation with a paint 
supplier, was also made just before the opening. 

As a result, 1500 people came in during opening 


days. About 75 percent of these people had never 
been inside the store before. 

Now that things have settled down, the store places 
a 2 col x 5 in. ad in the local paper every week 
through winter months. In spring, summer and fall, 
the space is increased one third of a page. This rep- 
resents an ad budget increase of 150 percent over 
the previous daily small institutional newspaper ad. 

As Mr. Milligan puts it, “The merchandise specials 
in the larger ads attract more attention each time 
they appear. The weekly, year ‘round insertions pro- 
vide the all important consistency needed for an 
effective advertising program.” 

Phoenix Supply is now approaching the $100,000 
a year figure. Volume is still climbing, mostly from 
street traffic. 

Owner Milligan was an automobile dealer in 
Phoenixville for many years before he bought the 
store. Through his salesmanship and knowhow the 
mill supply business has remained at a high level 
through the years. Everybody in town knows him 
and this has a great deal to do with the success of 
his “brand new business venture.” In other words, 
the value of goodwill can’t be measured in dollars, 
but, it seems to be measurable in traffic at Phoenix- 
ville Supply. @® End 
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Wholesalers fight profit squeeze with 


Modern Methods 


Routing of orders through the office makes a big difference in the speed of 


filling and billing orders. Here is how this billing problem can be 


solved. This is a case history from an authority on warehouse management. 


This is the fourth of a series of articles on how whole- 
salers are strengthening their position on the wholesaler- 
dealer team in hardware distribution. The first article was 
published in the Sept. 24 issue, page 52. The second arti- 
cle was published in the Nov. 5 issue, page 48; and the 
third article in the Nov. 19 issue, page 51. This is the 
fourth, and final, article. 


by Dr. George D. Wilkinson 
President 

Georae D. Wilkinson Co. 
Princeton, N. J. 


Billing 


“I don’t think perpetual inventory is worth while,” 
Mr. Eggers told me. “I have about decided to throw it 
out. Since I knew you were coming in, I thought I 
would hold up making a decision until you had a 
look at it.” 

“Mr. Eggers,’ I said fervently, “Don’t make up 
your mind too soon. Why do you want to get rid 
of it?” 

“Well, I don’t know whether it helps our buyers 
or not. But I do know this: there are six girls sitting 
in front of that cabinet all day long putting numbers 
in little squares. If we didn’t have those cards, I 
could get along with six fewer clerks in the office. 
The way girls quit their jobs these days, it would 
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be an easy job to cut out six people without hurting 
anyone’s feelings.” 

“What about your billing procedure?” I asked. 

“Ah. There is where I could use six more people,” 
he replied. “There is our real headache. It takes us 
a week to ship an order, and another week to get 
the invoice in the mail. I’ve told our office manager 
to try to get on top of it, but so far that seems to 
be the best we can do.” 

“Let me tell you how you do it,” I said. 

“When an order comes in, you look at it. Then 
you give it to your credit manager. He gives it to 
the sales manager. He gives it to the warehouse 
manager, who gives it to his order workers. After 
it is picked and shipped, you bring the order back 
into the office. Price clerks look uy prices in the 
catalog and put them on the order Then extension 
clerks multiply out the amounts and get the totals 
on the bills. Then you duplicate the order as an in- 
voice and mail it out. Finally, you post the quan- 
tities to perpetual inventory, and send a copy of the 
invoice to the bookkeeper.” 

“That’s about the way we do it,” he admitted. “Is 





there any better way?” 

“T am sure there is,’ I replied. “Have you thought 
of putting the order through perpetual inventory 
first?” 

“T know that some people do it that way,” he said, 
“but I don’t think we would want to try it. Our 
orders are already slow enough getting to the ware- 
house. If we waited until they went through the 
inventory clerks, the orders would never get shipped. 
Our customers would really howl.” 

“Mr. Eggers,” I said, “I am sure you can speed 
up your billing—and with fewer clerks, not more. 
But before I let myself get swamped with questions 
I cannot answer, let me get the facts I need. Let 
me talk to your office manager.” 

“Sure thing,” he said. “I’ll introduce you. His 
name is Paul Sharp.” 

Paul proved to be an eager young man who looked 
as if he could live up to his last name. He told me 
he had already thought of posting the orders to the 
inventory before they went to the office. 


How to cut order handling red tape 


“It would make our records so much more accu- 
rate,” he said. “Sometimes it is two weeks after 
the goods are shipped before we get the order to 
deduct the items from the cards. By that time, we 
could be out of the item several times over. Lots of 
times we are out of an item long before it shows up 
on the records. The buyers don’t trust the cards any 
more. They always go out and look on the shelves 
before they order, and I don’t blame them.” 

“You’re the office manager,’ | observed. “Why 
don’t you change the procedure?”’ 

“Mr. Eggers says we can’t hold up the orders in 
the office. We have to get them into the warehouse 
as soon as possible. He’s right, too. They get held 
up enough as it is.” 

“Paul,” I told him, “You have put your finger on 
the solution to your problem. If an order arrives in 
the morning mail, how soon will Mr. Eggers get 
finished with is?” 

“He usually brings all the mail out to me around 
nine o'clock every morning.” 

“‘And how long does it take the credit manager and 
the sales manager to get done with it?” 

“They usually give me back most of the orders by 
ten-thirty or eleven—all except those they hold back 
for some reason.” 

“So the soonest an order can get to the warehouse 
is sometime after ten-thirty or eleven, if it comes in 
the morning mail?” 

“That’s right,’”’ Paul admitted. 

“What would you say if I told you the first order 
could be in the warehouse by eight-thirty, and the 
invoice could be in the mail to the customer in the 
evening mail?” 

“I’d say it was either a mivacle or a fairy tale,” 
he said. 

“Would you like to try it?” I asked. 

“Let’s go,” he answered. 

Here’s what we did. 

First, we found out what Mr. Eggers looked for 
when he saw the orders. He was looking for orders 


from accounts he used to sell. He was really only 
interested in three of them. 

Then we found out what the sales manager did. 
He knew about the special requirements of each cus- 
tomer. Some wanted two copies of the invoice. Some 
wanted deliveries in the afternoon. Some paid a 
sales tax; some did not. The sales manager knew all 
the idiosyncrasies of all the customers. He wrote 


"Three executives were reviewing al/ the orders 
every day because they were interested in a tew of 
them... 


notes on the face of the order so that the clerks 
would know what to do. 

Finally, we learned that the credit manager was 
looking for orders from customers who were past 
due in their accounts. He wanted to hold back such 
orders until he was satisfied that the account would 
be paid. 

In other words, these three executives were re- 
viewing all the orders every day because they were 
interested in a few of them. Or else they were writing 
on the order information that other people had to 
know. 

We collected all this information, and then started 
a customer data card file. There was a card for every 
customer. On each card we put everything we had 
to know about the customer. 

On three of them we wrote: “Show all orders to 
Mr. Eggers before processing.” 

On some we wrote: “Two invoice copies.” 

All the other information the sales manager had 
was similarly noted. 

We worked out a credit code with the credit man- 
ager. A meant that the credit was good and the or- 
der could be processed. B indicated that the order 
could be processed if not in excess of $500. C meant 
that the order had to be referred to the credit man- 
ager before processing. 

We put one more bit of information on the cus- 
tomer data cards. We put on them the delivery route 
and schedule. For example, the card for a customer 
located on the city delivery route had the following 
notation: “City delivery, 8:30 and 1:30.” 

Next we turned our attention to the perpetual in- 
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Wholesalers fight profit squeeze with 
Modern Methods 


(Continued ) 


ventory cards. All the items carried were entered on 
the cards, and we found that the balances shown were 
reasonably close to the actual warehouse stocks. On 
each card we entered the following additional in- 
formation: 

Net price. 

Book cost. 

Warehouse location. 

Merchandise classification (for sales analysis). 

Now we were ready to go. 

As soon as the orders were received in the morn- 
ing mail, they were sorted out. Without waiting to 











oe 
—_ 


She sorted the orders into the priority in which 
they should be handled...” 


sort out the other mail, the mail clerk carried them 
immediately to the clerk in charge of the customer 
data card file. 

This girl started right away checking the orders 
against the card. She made sure that the name and ad- 
dress were spelled correctly and that the credit was 
satisfactory. She made all the special notations which 
the sales manager used to make. The only difference 
was that instead of carrying the information in her 
head, she copied it from the cards. Finally, she put 
the routing on the order. 

Then she did something that was very important 
to the success of the system. She placed the orders 
in different baskets, depending on their delivery 
schedules. Thus, as she worked, she sorted the orders 
into the priority in which they should be handled. 

The next step was the perpetual inventory posting. 
The inventory cabinets were moved next to the cus- 
tomer data clerk, and both positions were close to 
the door leading to the warehouse. 

The first inventory clerk picked the orders out of 
the basket where they had been placed by the customer 
data clerk. The basket she picked from depended 
upon the time of day. Up until eight-thirty in the 
morning, she took orders out of city delivery, unless 
it was empty. After eight-thirty she no longer proc- 
essed orders from that basket, because it was too late 
to get them picked in time for a 9:30 departure. In- 
stead she worked on the next delivery. 

As each deadline arrived, she started working on 
the basket for the next delivery. When she had 
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posted all the items in her cabinet, she passed them 
to the next girl in line, until each order had passed 
through all the inventory cabinets. 

Each girl did more than post the quantity to the 
‘ards. She indicated on the order the quantity to be 
shipped. If the item was out of stock, for example, 
she entered a “O” in the proper column on the order. 
If the card showed only enough in stock to make a 
partial shipment, she entered the amount that could 
be shipped. In addition, she put the price and cost 
on each item, the warehouse location, and the mer- 
chandise classification. 


Clerks work faster than order pickers 


Thus, when an order was placed in the basket next 
to the warehouse door, it was ready to be used as a 
packing list, to be extended as the invoice, and to 
go to the sales analysis clerk. In addition, the order 
picker in the warehouse could tell where he could find 
the item in the warehouse. 

To get all of this information on the order from 
the inventory cards required less than two thirds of 
a minute for each line. This meant that during the 
rush period of the morning, the inventory clerks 
were turning out orders at the rate of four lines a 
minute. This was faster than the warehouse could 
pick them. 

Did the system work? 

As you might expect, we had trouble at first. For 
one thing, Mr. Eggers and his two top executives 
were not sure they wanted to forego their early 
morning review of the orders. It took considerable 
diplomacy and tact to get them to agree to try it 
on an experimental basis. 

Then, various people kept trying to short circuit 
the system. Thanks to the cooperation of the ware- 
house manager, we licked that. He simpiy refused 
to ship anything that had not been posted to the 
inventory cards. Nevertheless, it was rough going 
for a week or so. 


The invoice goes out with the order 


One morning Paul came to me with his face beam- 
ing. “Well, half the miracle has happened,” he said. 

“What has happened?” I asked. 

“I followed an order myself. It came in this morn- 
ing, and went out on the nine-thirty truck. No one 
knew I was tracing it either, so it didn’t get special 
treatment. Now I’m going to make the other half 
work. Starting tomorrow, I am going to send one 
copy of the order to the extension clerks as soon as 
the inventory clerks finish with it. They can be work- 
ing on it while the order is in the warehouse. Unless 
the warehouse finds an error, we can have an invoice 
in the mail the day we ship. In fact, we can put an 
invoice on the truck with the order.”’ 

Eventually he did put invoices in some of the or- 
ders, where the customers requested it. It was really 
no extra trouble. 

Mr. Eggers never asked to have the orders pass 
across his desk again. Neither did the sales man- 
ager nor the credit manager. I am sure they were 
glad to be rid of that chore. For that matter, Mr. 
Eggers doesn’t talk about throwing out perpetual 
inventory control, either. @ Enid 





Know your merchandise 


when you offer bargains 


That’s the advice of dealer who uses good buys on merchandise 


to attract store traffic that he can convert into regular customers. 


There’s a big difference between 
bargain sales and junk sales for 
dealers who are depending on the 
future. 

“While there has never been a 
selling tool that can compete with 
service, the retail hardware and 
lumber dealer must supplement 
service from time to time by offer- 
ing customers a bargain. But make 
sure it’s a bargain!” 

So says Walter C. Reinhardt, 
manager of the Lewis Lumber & 
Hardware Co., Bradenton, Fla. This 
store sells $100,000 a year in hard- 
ware and paint. 

“Better values, additional ser- 
vices, higher quality are all legiti- 
mate weapons of competition. It is 
up to the dealer to give his busi- 
ness a periodical shot in the arm 
by offering sales specials at bargain 
prices,’ Mr. Reinhardt says. 

Mr. Reinhardt feels that clear- 
ance and bargain sales have always 
been a good way to hold onto old 
customers, attract new patrons, and 
stimulate sales excitement. Cabi- 
net hardware, lock sets and other 
builders’ hardware are sought at 
prices that represent a bargain to 
Lewis’ customers. The firm is al- 
ways on the lookout for advan- 
tageous prices which can be passed 
on to its trade. 

“We are always trying to buy 
true bargains for our customers,”’ 
says Mr. Reinhardt. “The moment 


we've made such a buy, we use our 
mailing list to notify the people 
likely to use the particular item.” 

But Mr. Reinhardt warns of the 
pitfalls of such buying. 

“We won’t buy junk for these 
sales. By and large, bankrupt 
stocks have had the cream skimmed 
off, and even fractional prices 
couldn’t sell the remainder. 

“Our advertising is designed to 
convey a sales message to 30,000 


Specials drew well for Lewis Lumber 
and Hardware, and have helped put 
volume in this section in the $10,000 
a year range. 


customers in our trading area. Per- 
haps 1000 or so of these are our 
regular trade. In offering them in- 
ferior merchandise, even at a ridic- 
ulous price, such junk can only 

(Continued on page 83) 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 


number on postcard on page 51, and mail 


Item 1 
New heavy-duty lock design 


A new Challenger Lock design, 


called Jupiter, features round 


knobs and 3-in. square, concave 
roses. The set, available in brass, 
bronze and aluminum, is in the 
heavy duty 900 series and has 
treaded roses. The outside rose is 
held by a rose security pin, and 
the inside rose by a nylock snub- 
ber. Challenger Lock Co., Dept. 
HA, 2349 W. La Palma Ave., Ana- 
heim, Calif. 


Item 2 
Pocket levels in display 


Builders and do-it-yourself fans 
are traffic for the Berger Sight ’n’ 
Surface pocket level. It’s handy 
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for landscaping or grading and as 
a surface level. A counter display 
holds six levels, each packed in a 
styrene case. This aluminum level 
has an over-size pocket clip and a 
protected vial. Twelve Berger lev- 
els with displays cost you $27.72 


and a single six-pack costs you 
$15.40. C. L. Berger & Sons, Inc., 
Dept. HA, 37 Williams St., Boston 
19, Mass. 


Item 3 


10 pruners in merchandiser 


Two each of five Wiss pruner 
styles are displayed from this 
counter or window merchandiser 
that holds 10 items. Included are 
Hy-Power, Standard and Draw-Cut 
pruners in a price range to meet 


average needs. Retail value of the 
PR-2 display is $30.80. J. Wiss & 
Sons Co., Dept. HA, Newark 7 N. J. 


Item 4 
Assorted workshop hooks 


This workshop assortment of 
Kerr self-locking hooks includes 





Here is a quick Check 
List of items described 
in the following pages 


60 hooks and fixtures for %-in. 
perforated wallboard. All units in 
the assortment have a dual suspen- 
sion feature that locks hooks on 
two levels and holds them securely 
in place. Forty-five hooks in the 
assortment are made of tempered, 
spring steel wire. Packaged assort- 
ment lists for $2.45 and 10 units 


come in a master carton. Kerr 


Wire Products Co., Dept. HA, 933 
N. Cicero Ave., Chicago 51, Ill. 


Item 5 


Receptacles in cellophane 
Eagle’s line of electric recep- 
tacles now come packaged in a cello- 
phane-wrapped Shoe-Pak. This new 
packaging aids storage, reduces 


pilferage and protects cleanliness of 
products. Eagle Electric Mfg. Co., 
Dept. HA, 23-10 Bridge Plaza 
South, Long Island City 1, N. Y. 


Item 6 
Traverse cord accessory 


This traverse rod accessory can 
be used with adjustable or cut-to- 
measure rods installed with endless 
cord and tension pulley. Kirsch’s 
Cord Operater aids easy operation 





Quick Index to Buying Check List 





[] Heavy-duty lock design 


Pocket levels in display 
10 pruners in merchandiser ... 
Assorted workshop hooks 


| Receptacles in cellophane .... 


Traverse cord accessory ‘ 
35-pe drill and solder kit .... 
10-in. electric skillet 
Kits for de-icing roofs 


|] Assorted pliers in display .... 
] Dispenser for nylon cord 
|] 6Y2-in. chain on door guard .. 
' | Six point socket series 
[| Oil, rust solvent dispenser ... 
_] Polyethylene pipe threader ... 
|] Double-drive reel winch 
-| Display for air sprayers 
| Cleaner for car interiors .... 
| Fast-drying metal primer .... 
[}] 4-0z vinyl plastic sealer 
- | 5-qt gasoline carrier 
_] Plastic Christmas trees 
| Leg styles on display unit .... 
| Tool assortment promotion ... 
| Rubber garden hose coils .... 
[|] Adapter for pump ejectors ... 
| Automatic drain cleaner 
| 10-piece belt sander kit 
| Cleaning product promotion .. 
|] Display for women's gloves... 


Sponge for tinning metals .. 


|| 3¥a-gal sprayer on wheels ... 


Floor maintenance coatings . 
Replacement caster set 


] Lightweight, steel lantern .... 
' | Merchandiser for 18 shears ... 
| Adjustable shelf hardware 


Pads for floor polishers 


[] Storm, screen door closer .... 


Skidproof rubber coating .... 


] Decorative escutcheon line ... 


Reuseable hose coupling 


| Stud-finder with 3 tools 
|] Multi-color paint ‘finishes 


Shelf standards, brackets ... 
7 hardwood shelf lengths .... 
Self-priming bronze pump .... 


V-belt drive calculator 
Display for masonry anchor .. 
Speetometer kit sales aids ... 
Plastic covered coat hooks .. 
Weatherstrip, threshold 
Lightweight power hand saw.. 
39 assorted screwdrivers 
Wall tile adhesive tube 
Double-action ratchet line 
| 300 assorted eyelets kit 
Water skiing supplies rack ... 
'] Nail clipper, key chain 
| New high speed hole saw .... 
] Mallet style golf putter 
] Portable electric heater 
"| Ironing board cover 
Fast-drying rust control 
] Electronic tube protector 
8'/2-in. duplex rabbet plane ... 
| Tow chains in cloth bags .... 
' | Three carded fishing lures ... 
Assorted eyeball display 
| Accessory speaker and cord .. 
[] Clear finishes for wood 
| Lawn care equipment catalog 
Transistorized safety light ... 
Weatherproof wiring devices. . 
Winter sports catalog 
Electric tool catalog 
Loading dock information .... 
1960 fishing tackle catalog ... 
Power tool catalog 
1960 fasteners catalog 
49-page sports catalog 
Plant pruning guide 
Pump catalog, data file 
Furniture caster folder 
Contract hardware catalog .. 
Builders’ hardware catalog .. 
Hobby tools catalog sheet ... 
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NEW EQUIPMENT FOR STORE 


Plastic numbers, letters 

Color dispensing machine 
Merchandising unit catalog ... 
Folding table for displays ... 
Holster for price marker 
Adding machine, register 
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Kirsch. CORD OPERATER 


A twist of the wrist operates the 
cord te open or clese draperies. 
a 





of the traverse rod and is installed 
quickly. The Operater retails for 
$1.19 and comes _ skin-packed. 
Kirsch Co., Dept. HA, Sturgis, 
Mich. 


Item 7 
35-pe drill and solder kit 

This 35-pe drill and solder kit is 
the newest addition to the Shop- 
mate power tool line. The kit in- 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


cludes a \4-in. geared chuck drill, 
80-watt soldering iron, steel drill 
bit set, sanding disc set, rubber 
backing pad, polishing bonnet, 
acid core solder, rosin core solder, 
adapter set, soldering iron stand, 
abrasive sheets and a carrying 
case carton. Model No. K740C-61 
retails for $24.26. Portable Elec- 
tric Tools, Dept. HA, 320 W. 83rd 
St., Chicago 20, Ill. 


Item 8 
10-in. electric skillet 

Here’s a Corning Ware Electro- 
matic Skillet made of Pyroceram 
that’s immersible and can be used 
also as an ordinary skillet on a 
range. This 2-piece, 10-in. pan has 
a domed Pyrex ware cover. The 
heater base provides temperatures 
up to 425 deg. It retails for $34.95. 
A removable handle that fits all 
Corning Ware saucepans and skil- 
lets retails for $2 and a platinum- 


finish serving cradle for the skillet 
dish sells for $2.50. Corning Glass 
Works, Dept. HA, Corning, N. Y. 
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Item 9 
Kits for de-icing roofs 
Smith-Gates roof de-icer kits 
prevent damage caused by ice dams 
on eaves. A kit contains a length 
of electric Line-O-Heat with cold 
leau, attaching clips and instruc- 
tions. Three standard kits are 


available: RK10 for 10 ft of roof 
retails for $5.45; RK20 for 20 ft, 
$8.65; RK40 for 40 ft, $15.45. 
Smith -Gates Corp., Dept. HA, 
Farmington, Conn. 


Item 10 
Assorted pliers in display 


Fifty assorted pliers are dis- 
played in Vichek’s No. HD140 dis- 


play. These pliers include 5, 6 and 
8-in. combination models, 6-in. 
combination thin bent nose pliers, 
7 and 10-in. lever jaw pliers, and 
9%-in. water pump pliers. The 
display is 9% in. wide and 141% 
in. high. It’s suitable for use 
Singly or combined with other 


Vichek displays. A top panel has 
space for price and stocking data. 
Vichek Tool Co., Dept. HA, 3001 
BE’. 87th St., Cleveland 4, Ohio. 


Item 11 
Dispenser for nylon cord 

Four sizes of cord on replaceable 
spools comprise a unit that dis- 
plays 1300 ft of cord at the counter 
level. Samson’s nylon cord dispen- 
ser folds out to display a panel for 
a sales message and a front panel 











for specifications, prices and uses. 
Samson Cordage Works, Dept. HA, 
Sheraton Bldg., 470 Atlantic Ave., 
Boston, Mass. 


Item 12 
6'/2-in. chain on door guard 


Shelby’s new chain door guard 
comes with a 6'%-in. long welded 
chain. Guards are available in 
brass, nickel and chrome-plated 


“STANDARD,’ 
MODERN CHAIN DOOR GUARD 
WIH WEOED Chan 


NEN 


i + 





ITEM NUMBER ON FREE POSTCARD, P. 51 


finishes on ecards with 
Bases can be brought to the door 
edge without splitting the wood. 
Screw holes are flush with door 
and frame. Door plates are 3! x 
1°. in. and jamb plates are °; x 
2 in. Six guards are packaged in 
a box. Shelby Metal Products Co.., 
Dept. HA, Shelby, Ohio. 


SCreWSs. 


Item 13 
Six point socket series 

Two new series of 6-point sock- 
ets, one in *g-iIn. square drive and 
one in Y%-in. square drive, have 
been added to the Indestro line. 
The *x-in. square drive series runs 
from 4-in, to %x,-in. and the %-in. 
square drive series runs from *%x.- 


in. to 14%4-in. These chrome alloy 
steel sockets each have retaining 
grooves in all four sides of the 
drive opening. Indestro Mfg. Corp., 
Dept. HA, 2649 N. Kildare Ave., 
Chicago 39, Ill. 


Item 14 
Oil, rust solvent dispenser 

This oil and rust solvent pene- 
trates frozen, rust-encrusted nuts, 
bolts and pipe joints for easy 
loosening or removal. Smash comes 
in a clear, plastic dispenser with a 
spout that applies a drop at a time 
or greater quantities as needed. 
It’s handy for lubricating cars, 
and outdoor equipment. 
Smash is available on individual 


tools 


bin cards or on a display that holds 
12 dispensers. Panef Mfg. Co., 
Dept. HA, 116 E. Walnut St., Mil- 
waukee, Wis. 


Item 15 
Polyethylene pipe threader 
Rain Jet’s polyethylene pipe 
threader can handle *4-in. and 1- 
in. I. D. polyethylene pipe. The 
threader is lightweight, compact 
and easy to use. It cuts clean, 
sharp threads in the polyethylene 
pipe and these threads fit standard 
*y-in. or l-in. galvanized or iron 


pipe fittings. The cadmium-plated, 
steel threader lists for $2.95. Rain 
Jet Corp., Dept. HA, Burbank, 
Calif. 


Item 16 
Double-drive reel winch 


A free-spooling winch has been 
added to the Fulton line of marine 
equipment. The adjustable roller 


grip handle has a 3-position slide 
that provides a cranking position 
and a neutral position. It also fea- 
tures a 2-way ratchet and a brake. 
The No. 296 is a _ double-drive 
winch and has a one-piece pressed 
steel frame with a cadmium-plated 
finish. Fulton Co., Dept. HA, 1912 
S. 82nd St., Milwaukee 19, Wis. 


Item 17 
Displays for air sprayers 

Three new floor and counter dis- 
plays spotlight Root-Lowell’s newly- 


designed hand and compressed air 
sprayers. The displays can be used 
individually or combined. You re- 
ceive the display free when you 
order the merchandise that stocks 
the unit. Root-Lowell Corp., Dept. 
HA, 445 N. Lake Shore Drive, Chi- 
cago 11, Ill. 


Item 18 
Cleaner for car interiors 

One average car interior can be 
cleaned with a 13-oz plastic bottle 
of this new Bissell shampoo. The 
Car Master Shampoo and applica- 
tor foam cleans most car interior 
fabrics and convertible tops. The 
shampoo is noninflammable, odor- 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 51 





less and dries fast. The plastic 
bottle retails for $1.29 and the ap- 
plicator for $3. Introductory retail! 
price for the Bissell Car Master 
Kit is $3.98. Bissell, Inc., Dept. 
HA, Grand Rapids, Mich. 


Item 19 
Fast-drying metal primer 


Krylon Rust Magic metal primer 


dries to the touch in 20 minutes 
and can be topcoated in two hours. 
It contains a phenolic resin pene- 
trant that seals the surface and 






© 20 Minutes + Top Coat in BHO" x 


a 
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prevents rust. This metal primer 
is available in six sizes from % nt 
to 55-gal drums and 16-o0z aerosols. 
Krylon, Inc., Dept. HA, Norris- 
town, Pa. 





Item 20 

4-oz vinyl plastic sealer 
Polyseamseal, a vinyl plastic 

sealer, repairs everything from 

wood and metal to glass and plas- 
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ter. This white material won't 
discolor, can be painted, and ex- 
pands and contracts with the tem- 
perature. Its Sharpshooter appli- 
cator makes it easy to fill leaks or 
cracks and caulk or seal. Comes 
in a 4-oz tube that is carded and 
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packed 12 to a carton. Retail price 
is 98¢. L. W. Ferdinand & Co., 
Dept. HA, 2300 Washington St., 
Newton Lower Falls 62, Mass. 


Item 21 
Five quart gasoline carrier 


Boat owners and automobile own- 
ers will be traffic for Edward’s new 
\)-qt Porta Gasoline Can. This can 
has extra capacity for mixing fuel 
to recommendations. It has a re- 
versible flexible pouring spout and 
a fine mesh filter screen. The can 
is vented and has a_ heavy-duty 
handle. Its wide base has a low 
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en, 
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center of gravity for safe storage. 
Edward Can Co., Dept. HA, 6260 
N. Northwest Highway, Chicago 
$1, fi. 





Item 22 
Plastic Christmas trees 

Here’s a silver spruce Christmas 
Tree made of polystyrene that 





comes broken down and packed in 
a small box. Warren’s 30-in. plas- 
tic tree retails for $7; the 48-in. 
tree is $15 and the 6-ft size sells 
for $22. Colors available are 
green, white and pink. The twigs 
are flexible, easy to decorate and 
are waterproof. Warren Plastic 
Christmas Trees, Inc., Dept. HA, 
San Bernardino, Caltf. 


Item 23 
Leg styles on display unit 

You can attract do - it - yourself 
customers with Gerber’s colorful 
display board for three popular leg 


nee Ox Atimake Keen fyevnitre with : 
JERBER LEG: 


OO © WOAARSELF AND SAVE 





styles. Unfinished wood and tubular 
steel styles are displayed. Leg sizes 
with suggested uses are listed on 
the board. Gerber Wrought Iron 
Products, Dept. HA, 2540 Farrar 
St., St. Louis 7, Mo. 


Item 24 
Tool assortment promotion 
This colorful miniature truck 


carries five each of 12 Oxwall tools 
including diagonal, long nose, slip 
(Continued on page 54) 
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Use this new, quick way to 


KEEP POSTED on 


{ NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 





Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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A quick, easy way to keep up to date 


B® Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


BR You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
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Sell The Line That's Pre-Sold For You! 


- eee . NATIONALLY ADVERTISED IN 
) LOOK « SUNDAY ROTO 
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cet Resta 7 commmomemmmmeeremen RADIO © TELEVISION « OUTDOOR 
: HI-LO ADJUSTMENT i 
DELUXE FEATURES. a Handle adjusts up or down a full five ATLAS-AIRE QUALITY 
tena for most convenient position. | 


| Atlas-Aire mowers are non-clogging, 
» self-cleaning.. 












5 | ~ . out-perform all others. 
bi t STOR-MOWER me My 
© || HANDLE ‘~ MAIL THIS COUPON! 
F \ Handle stands upright , 
es for convenient out- : HA 
= =| gear aimee QUICK-A-MATIC | ATLAS TOOL & MANUFACTURING CO. | 
WHEEL ADJUSTMENT 5149 Natural Bridge Ave., St. Lovis 15, Mo. 
\ Spring held lever can | We will rush complete free sales package | 
" be moved to any of and ordering information. Merchandise sam- 
i" three cutting height WIND-A-MATIC | ples available to wholesalers on request. | 
positions. STARTER | 
Wind the crank, release | Company Name | 
and the mower starts. | 
oo | Address 
| City Zone State : 
| Your Name 
| Position J 
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(Continued from page 50) 
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joint and waterpump pliers; ad- 
justable wrenches, levels and sets 
of chisels, sockets, saws, drills and 
interchangeable screwdrivers. Each 
item retails for 99¢ and offers a 40 
percent markup. This assortment 
Display truck measures 19 x 17 x 
914, in. Oxwall Tool Co., Dept. HA, 
928 Broadway, New York 10, 
N.Y. 


Item 25 
Rubber garden hose coils 
Here’s a rubber hose with a %- 
in. inside diameter available in 25, 
50 and 75 ft coils. Swan’s Heir- 
loom garden hose retails for $13.95 
for a 50-ft coil and comes in fair- 
way green. Swan Rubber Co., 
Dept. HA, Bucyrus, Ohio. 


Item 26 


Adapter for pump ejectors 
Venturi adapters made of plastic 

. materials are available for pump 

with male or 


ejectors female 
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threads. They are for use with 
flexible or rigid pipe and won’t 
rust or corrode. Wrench flats aid 
installation. The four items in this 
new line are available in 1, 1% 
and 1% in. pipe sizes with 8%, 91% 
and 12-in. clearance. Yardley Plas- 
tics Co., Dept. HA, Columbus, Ohio. 


Item 27 
Automatic drain cleaner 


This Carter water pressure drain 
cleaner clears clogged drains quick- 
ly. It adapts to faucets, drain out- 
lets, sinks, tubs, toilets and outside 





drains. This device is made of rub- 
ber, plated spring steel and nickel- 
plated brass. Comes in a carton 
with illustrated instructions. Lists 
for $3.95. T & E Mfg. Corp., Dept. 
HA, PO Box 87, Pasadena, Tex. 


Item 28 
10-piece belt sander kit 


Home craftsmen and hobbyists 
who like a lightweight sander and 
professional results, will be traffic 





Meat grinder, salad maker 


Dazey-Mates, a combination meat 
grinder and salad maker, made by 
Dazey Corp., St. Louis, was de- 
scribed in HA Nov. 5, page 64. 
Prices announced by the manufac- 
turer of $12.95 for the meat grinder 
and $9.95 for the salad maker, have 
been changed by the maker to $9.95 
for the meat grinder and $12.95 for 
the salad maker. 





for Porter-Cable’s 10-pe belt sander 
kit. Model 165 belt sander included 
in the kit, features a Universal mo- 
tor and a 2% x 21 in. endless belt. 
Also included are three special pur- 
pose belts; a heavy duty bench 
stand, four rubbing and polishing 
compounds and an instruction 
booklet. Porter-Cable Machine Co., 
Dept. HA, 116 Seneca St., Syracuse 
4, N.Y. 


Item 29 
Cleaning product promotion 
This 1-lb professional size Soilax 
cleaning compound, offers you and 
your customers a large Chamie- 
Tex, a synthetic cleaning cloth. 
Customers can obtain the cloth by 
redeeming a coupon in the package 
with a $1. Each case of the 1-lb 
Soilax contains a free Chamie-Tex 





that you can sell for added profit. 
Economics Laboratory, Inc., Dept. 
HA, 250 Park Ave., New York 17, 
NM. Be 


Item 30 
Display for women's gloves 


Green Thumb garden gloves for 
98¢ and 69¢ Juleps home utility 
gloves are available in a Dual Dozen 











STANDARD CAN OPENER 
from $2.49 


MAGNETIC CAN OPENER 
from $3.49 
WALL TABLE 
ICE CRUSHER ICE CRUSHER 
from $7.95 from $9.95 


— a ELECTRIC! 


oer and so are the results 
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AUTOMATIC -ELECTRIC CAN 
OPENER $24.95 
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CAN OPENER h BUDGET 
. CAN OPENER f 19 
from $4.98 , rom $ 8 


PORTABLE KNIFE — PNehge] F Silom se sent iiemer), eli, 13 | 
PORTABLE CAN OPENER from $1.98 SHARPENER $1.98 KNIFE SHARPENER $27.95 





§ One year quarantee on electric models 


COMPARE quality e For features, for dedicated craftsmanship, for everything that makes 
a product good — Swing-A-Way stands out from all the other brands. And, to top it all, 
Swing-A-Way has been rated first in quality and value by America’s foremost independent 
testing laboratory. COMPARE style e One glance tells you that the Swing-A-Way line 
looks good. You’ll notice immediately the pleasing rightness of form in every product. Every 
part is engineered and designed to work perfectly with every other part, and everything 
(even the styling) serves a useful purpose. Swing-A-Way’s fresh style assures sales success. 
COMPARE price e Swing-A-Way with its fresh beauty and fine workmanship is the worth- 
more product that costs less. Check and you'll find Swing-A-Way prices are substantially 
lower than comparable models of the other brands. Sales prove... Swing-A-Way is the 
smartest buy! COMPARE guarantee e Swing-A-Way builds-in the kind of quality and 
performance that makes it First in its field, and First in ratings by America’s foremost 
testing laboratory and publisher. As proof of our confidence, Swing-A-Way products* are 
backed by a specific 5-YEAR free service GUARANTEE! Among the leading brands, 
Swing-A-Way has the ONLY 5-YEAR guarantee you can get! Swing-A-Way Manufacturing 
Company, 4100 Beck Ave., St. Louis 16, Mo. In Canada: Fox Agencies, Port Credit, Ont. 


You can sell more, make more with 
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Item 32 
32-gal sprayer on wheels 

This low-priced Smith Spray- 
master wheel sprayer, called The 
Ladies Choice, can be wheeled eas- 





gold-foil display. The Juleps come 
in one size in green or tangerine. 
Green Thumb gloves come in as- 
sorted sizes in transparent plastic 
package that allows try-on for size 





without removing gloves. Displays 


are free with an order for 2 doz ily and used for most spraying pur- 
Some of the uses include 
spraying gardens, lawns, 
fruit trees, livestock and fire fight- 


Gloves can be 
bought separately for fill-in. Hd- 
mont Inc., Dept. HA, Coshocton, 


assorted gloves. poses. 


roses, 


Ohio. ing. Long hose and adjustable noz- 
zie with extension rod _ permits 
spraying a powerful fog mist or 
long distance sprays. It has a 31- 

Item 317 gal capacity and is designed for 


— long, hard use. D. B. Smith & Co., 
spange Cor ama metas Dept. HA, Utica 2, N.Y. 
Tin Swipe, a sponge filled with 


tinning metals, chemical cleaners 

Item 33 

Floor maintenance coatings 
Tuf-Quik, a new line of floor 

maintenance coatings, dries quickly 

for heavy-traffic use. It is made 

of synthetic vehicle resins and 

color-fast pigments. Tuf-Quik is 


f } } r +4 
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TIN SWIPE A 
ry ¥, , 


tnough to Tin 30 >q. Ft 
of metal. Apply on hot 
or cold metals 










YY 
and a flux, tins when it is wiped TUF-Q : 

across a heated metal surface. One a a 
sponge leaves a smooth tin coating FLOOR ENAMEL 
on 30 sq ft. For heavier coatings | 
the sponge can be wiped across the 
surface a second time while the 
metal is still hot. This sponge can 
be used on sheet metal, galvanized 
metal, iron, copper, brass and 
bronze. Wright Mfg. Co., Dept. HA, 
1900 Euclid Ave., Cleveland 15, O. 


SLATE GRAY 


al 


resistant to solvent and chemical 
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spillage. Comes in light and slate 
gray, red and green. It is also 


available in Skid-Grip, ready mix, 
anti-skid coating types, and 
Dustop, a clear surfacer for con- 
crete floors. Wilbur & Williams 
Co., Dept. HA, 650 Pleasant St., 
Norwood, Mass. 


Item 34 
Replacement caster set 
This Master-Made combination 


stem and plate caster is a replace- 
ment caster for wood chairs where 
stem holes in the base have become 
wern and won’t hold the socket. 
Model D472XS is a 2-in. soft rub- 
ber tread style and D472XH is the 
plastic hard tread style. They are 
also available with 1°.-in. soft or 
hard tread wheels and with gray, 
nonmarking 2-in. soft wheels and 


ARI 





with streamlined hoods. Four per 
set are packed in boxes. Master 
Mfg. Co., Dept. HA, 9200 Inman 
Ave., Cleveland 5, Ohio. 


Item 35 

Lightweight, steel lantern 
Three standard flashlight bat- 

teries power the lightweight Ra- 

dar-Mate, a compact lantern styled 

in chrome. It weighs 14 oz without 

batteries and fits into an automo- 
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THE GEO. WORTHINGTON Co. 


if. 


shir: and what is he? 


The following is quoted from a recent talk by W. D. Campbell, 
Worthington vice president and sales manager. 


. the typical Worthington salesman is 45 years old. He 
has worked for Worthington for 20 years. 


In his territory he calls on 40 dealers, some once a week, 
others every 2 weeks. 


To his dealers, he is The Geo. Worthington Co., giving help- 
ful service on all phases of dealer operations. He discusses and 
counsels in store management, personnel, advertising, display, 
merchandise selection, pricing, stock control, turnover, sea- 
sonal promotions, special orders, store layout, budgets, financ- 
ing, expansion plans . . . and many other daily problems. He 
is a trained, experienced and trusted ‘“‘professional’’ advisor 
to his dealers—a position he earned by years of intelligent 
study of conditions in his territory and by constant applica- 
tion of sound business principles, conscientious hard work and 
long hours. 


His line includes 45,000 items produced by 2,000 manufac- 
turers. He sells these on commission based on a percentage of 
profits. Thus, his principal concern is to help you sell—for 
his sales and earnings are in direct proportion to your success 
in your business. 


We believe that every hardware dealer, large and small, 
can benefit by the help of his Worthington representative. 
Because of this, we invite you to call upon him for assistance, 
advice—or just a friendly talk, at any time. A708 


Joe Demshar 


A Worthington sales representative for 26 years, Mr. Demshar was recently 
named Co-ordinator of Dealer Services. He is now supervising the preparation 
of numerous new “helps” for dealers. These include the 
Worthington NRHA Turnover Handbook, stock 
control record for major lines, completely priced dealer 
catalog and other innovations yet to be announced. 








CLEVELAND 1, OHIO 
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bile glove compartment. Radar- 
Mate is made of chrome-plated 
steel, trimmed in brown polysty- 
rene. Its lighthead can move in a 
135-degree arc and won’t distort. 
Unit retails for $4.98 without bat- 
teries. Burgess Battery Co., div. 
of Servel, Inc., Dept. HA, Freeport, 
Til. 


Item 36 
Merchandiser for 18 shears 


merchandiser of heavy gauge wire 
is free when you buy 18 basic 
shears. This stand holds six shears 
of three styles in an 18 x 6% in. 
area. It can be used on counters, 
in windows and it folds flat for 
hanging. Order No. S-18-1 includes 
pre-assembled stand and six each 
of No. 22 grass shears, No. TD 





hedge shears and No. A385 Rocket 
pruning shears. True Temper 
Corp., Dept. HA, 1623 Euclid Ave., 
Cleveland 15, Ohto. 


Item 37 
Adjustable shelf hardware 


With a starter order for Kason 
adjustable shelf hardware you'll re- 
ceive two new Salesmaker Self- 
Selector display merchandisers. 
Decorative adjustable shelves and 
utility units can be erected with 
the hardware stocked in _ these 
units. The PG-Junior counter mode] 
holds 42 pairs of assorted 8, 10 and 
12 in. brackets, and a 45-pair as- 
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True Temper’s new Garden Shear 
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sortment of 12, 18 and 24-in. 
standards. A larger floor model is 
also available. Brackets and stand- 
ards come in three finishes. Kason 
Hardware Corp., Dept. HA, 71 Wal- 
labout St., Brooklyn 11, N. Y. 


Item 38 
Pads for floor polishers 


Anyone who rents floor polishing 
machines will be traffic for Bear- 
Tex floor pads. These lightweight 
pads come in coarse, medium and 
fine grades. They are available in 
boxes of five for rental machines 
10 in. or larger. A Bear-Tex holder 
makes them adaptable for scrub- 
bing brushes. The % in. thick pads 
can be rinsed and reused. Behr- 
Manning Co., Div. of Norton Co., 
Dept. HA, Troy, N. Y. 





Radio transceiver display 


Vocaline has created a new dis- 
play for its Commaire Class D Citi- 
zen’s Band radio transceiver sys- 
tem. This simplified two-way radio 
has been housed in a clear plastic 
case for display purposes. Custom- 
ers can see the chassis, circuitry 
and parts and are attracted to the 
unusual display by a large descrip- 
tive card. The Inside Story display 
is available to distributors and 
dealers of the $179.50 transceiver 
designed for communications in 
trucks or warehouse. It is made 
by Vocaline Co., Old Saybrook, 
Conn. The display was previously 
described in HA, Nov. 5, p. 62, as 
the transceiver itself. 


Item 39 
Storm, screen door closer 


Wagner’s pneumatic storm and 
screen door closer is now available 
to the trade. The closer features a 
slide-out hinge for easy removal 
from the door, a rustproof rod, a 
removable screw for oiling and 
finger-tip control to eliminate slam- 
ming. A working model is avail- 
able. The door closers retail for 





$1.95 and come packed 24 to a car- 
ton. E. R. Wagner Mfg. Co., Dept. 
HA, 4611 N. 32nd St., Milwaukee 
9, Wis. 


Item 40 
Skidproof rubber coating 


Griptex Rug Life Guard, a liquid 
rubber coating, can be brushed or 
sprayed on the back of rugs to pre- 
vent sliding or skidding. Griptex 
won’t mark or stick to the floor. 
This nonskid coating permanently 
anchors individual tufts and keeps 
rugs lying flat. It is useful in join- 
ing rug seams, binding edges, at- 
taching fringe and patching areas 
without sewing. This mothproof 
compound comes in pint and quart 
eans. Adhesive Products Corp., 
Dept HA, 1660 Boone Ave., New 
York, 60, N. Y. 


Item 41 
Decorative escutcheon line 


Homeowners who want unusual 
decorative objects in the home are 
traffic for Yale & Towne’s new line 
of nine decorative escutcheons. Sun- 
flower escutcheon with Bedford 
knob is at top; Contemporama es- 
cutcheon with Brandywine knob is 
bottom left and Coronation escutch- 
eon with Essex knob is bottom 
right. The line can be used with 











ARCHERY FUN FOR EVERYONE! 


igs 





‘*There’s a set for every 


member of the family’’ 





Archery sets are perfect gifts for Christmas 
giving. And you'll be set to serve every 
archery gift request when you stock the 
sets of the best known name in archery... 
Ben Pearson. 














Hi Esa 


Attractively packaged, in a complete range 
of prices and bow styles, there’s a Pearson 
set for every member of the family. So stock 
the complete Ben Pearson line of archery 
sets for this Christmas gift selling season. 


DEERSLAYER HUNTING SET (No. 460) 
Handsome, powerful 54’ recurved hickory bow with three 
each hunting and target arrows, leather armguard and 
finger tab. $24.95 








SUPER JET ARCHERY SET (No. 345) 
Beautiful 5’ bow in rainbow colors for women. 25, 30, 
35 Ib. weights. Six arrows, target face, leather arm guard 
and finger tab. $16.95 


JUNIOR JET ARCHERY SET (No. 341) 


Perfect for boys and girls. 4° bow in rainbow colors. 
Four arrows, quiver and full-color target face. $7.50 


IIT Md FILL LA 





Want more facts? Circle 125, p. 51 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 51 








Yale’s 5200 and 5300 key-in-the- 
knob type residential locksets and 
with some of the heavy-duty 5400 
series. Lock and Hardware Div.., 
Yale & Towne Mfg. Co., Dept. HA, 
Chrysler Bldg., New York 17, N. Y. 


Item 42 
Reuseable hose coupling 


Allenco’s Use-over nylon hose 
coupling joins plastic hose sections 
quickly, easily and inexpensively. A 
combination of vacuum and sharp 
corrugations hold the coupling 











fast. The couplings come as a 
package with a special installation 
tool or singly in the Card-Pac! 
display line. W. D. Allen Mfg. 
Co., Dept. HA, 650 S. 25th Ave.., 
Bellwood, Ill. 


Item 43 
Stud-finder with 3 tools 
Here’s a magnetic stud finde: 


with magnetic compass, magnify 
ing lens and plumb bob contained 
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in one Remington Hardware tool 
called the 4 Tools In 1—Stud 
Finder. It is made of styrene and 
is only 3% in. long. This pocket- 
size tool retails for 89¢ and comes 
on a double-face display card that 
shows both sides of the item. A 





counter display box holds 12 tools. 
Remington Hardware Co., Dept. 
HA. 100 Greenwich St., New York 
6,N. Y. 


Item 44 
Multi-color paint finishes 

You can offer your paint custom- 
ers hundreds of choices in multi- 
color finishes with a new Rockcote 
custom-mix program. The line of- 
fers six background colors and 11] 
It can be applied by 
vacuum cleaner spray attachment, 
a spray gun or with a Rock-Flex 
Special Roller. Other products in 


fleck colors. 





the new line are a Roll-Additive for 
roller application, lacquer resistant 
undercoat, plaster and wallboard 
primer and masonry primer-filler. 
bases and latex primer are avail- 


able in short-flled gallons or 
quarts, the flecks in 2- or 8-0z. jars. 
Rockcote Paint Co., Dept. HA, 200 
Sayre St., Rockford, Ill. 


Item 45 
Shelf standards, brackets 


Adjustable shelf standards and 
brackets have been added to the 
M-D line. They are available in a 
variety of sizes and come in indi- 
vidually packaged sets. Sets con- 
tain two 24-in. shelf standards with 
mounting screws and fcur 6-in. or 
8-in. shelf brackets. Twelve 6-in. 
bracket sets and twelve 8-in. bracket 
sets come in a counter display. The 
sets list for $3. Brackets for 10- 
and 12-in. shelving are available in 
bulk as are 2-, 3-, 4- and 6-ft 





lengths of shelf standards. Mac- 
klanburg-Duncan Co., Dept. HA, 
Box 1197, Oklahoma City, Okla. 


Item 46 
7 hardwood shelf lengths 


Hardwood shelves that can be 
used for living room furniture are 
available in seven lengths from 24 
to 60 in. They are *4 in. thick and 
8 in. wide. These Dennix shelves 
are edge-glued and kiln-dried and 








Whoops! Mr. Dealer—DQN'T MISS THE BOAT! 
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MOTO-MOWER 


Get your Moto-Mower Early Buy order in NOW! 


@ Moto-Mower’s full line, including rotaries, reels and 
riding mowers, tillers, edger-trimmers and snow throwers 
CAN BE COMBINED to earn maximum quantity 
prices ... up to 31% more profit all year long— 
depending on quantity brackets—all with spring dating. 











@® You can earn big plus profits by placing your entire 

order with your Moto-Mower Distributor before Decem- 

ber 31, 1959... up to 40% more profit on many models 
. depending on your quantity bracket. 








@ Plus fabulous, unlimited demonstrator program... 
regular Deluxe units—no special marking—at a 
tremendous 38% discount! Don’t miss the boat... 


Call Your Dis tributor Today! 





é 
& 


MOTO-MOWER, Inc. 


RICHMOND, INDIANA 


Subsidiary of Dura Corporation 


Want more facts? Circle 126, p. 51 





Performance-Proven 


Rotary Mowers— “ 
Distinctive Riding ~ 
Rotaries SEF e¥ 
T ; ; alia 

~“4 





and standard type 

rotaries, priced from 

$54. 95 up (retail), plus 
24” Roto-Ride Deluxe ~ 
and 24” Super Riding 
Rotaries. 


Sensational 
New Tillers— 


Deluxe and Super 22” 
models with outstanding 
features including 
reverse, swivel base and 
heavy-duty gear box. 
Priced from $139.95. 


Outstanding New 
Snow Thrower— 
Reversible chute. 

Power to spare with big, 
3% h.p. engine. Chain 
driven impeller. Throws 
snow up to 16 feet. 
Retails at $119.95. 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 51 


available sanded smooth or prefin- 
ished in natural walnut or blonde. 
Prices range from $2 to $3.75 for 
unfinished and $2.80 to $3.95, for 
finished. Both price ranges are for 
shelves from 24 to 36 in. long. Den- 
nix Products Co., Dept. HA, 33-04 
Downing St., Flushing 54, N. Y. 


Item 47 
Self-priming bronze pump 


Boat-owners and farmers are 
traffic for Jabsco’s newest self- 
priming bronze pump model 7420 
—1'%, in. (vertical ports), for foot 
mount installation. This pump 
model has a mechanical shaft seal 


and replaceable seal seat, reversible 
wear plates, ball-bearing sealed and 
permanently lubricated. It is self- 
priming at all speeds with vertical 
dry suction lift approaching 15 ft. 
The unit operates up to 2450 rpm 
and delivers 72.5 gpm against a 
10-ft head. Jabsco Pump Co., Dept. 
HA, 1485 Dale Way, Costa Mesa, 
Calif. 


Item 48 
V-Belt drive calculator 


Here’s a Truflex V-belt drive de- 
signer to help you and home work- 
shop fans get quick and accurate 
answers to drive design problems. 
Directions for using this cardboard 
aid are printed on the calculator. 
It is useful for designing new 
drives or redesigning old drives 
that operate with electric or gaso- 
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line motors of up to 1-hp rating. 
It can be used also to determine or 
change pulley sizes, shaft speeds, 
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shaft center distances or V-belt 
lengths. Gates Rubber Co., Dept. 
HA, 999 S. Broadway, Denver 17, 
Colo. 


Item 49 


Display for masonry anchor 


Here’s a colorful display to help 
you sell Rawlplug’s new Saber- 
Tooth self-drilling masonry anchor. 
The display holds a sample mounted 
on heavy cardboard. With its easel 


RAY! 


pARILL-M-ANCHOR 


back the board can be set on a 
counter or hung. Rawplug Co., 
Dept. HA, 246 Petersville Rd., 
New Rochelle, N. Y. 


Item 50 
Speedometer kit sales aids 


Christmas promotional aids in- 
cluding red and gold striped carton 
wrappers, window streamers and 


handle bar tags are free if you are 
handling Stewart - Warner’s Sport 
Model Cadet bicycle speedometer. 
Model No. 753-W comes in a kit 
with the speedometer, drive equip- 
ment, attaching parts and instruc- 
tions. Stewart-Warner Corp., Dept. 
HA, 1826 Diversey Pkwy., Chicago 
14, Ill. 


Item 51 
Plastic covered coat hooks 


Home owners, boat owners and 
garage operators are traffic for 
these plastic coated coat and hat 
hooks. These metal hooks are coated 
with colored plastic that won’t chip 
or peel. They come two per card at 
66¢, 24 cards per box. The hooks 
are also available in bulk with 50 
hooks of one color per box, four 
boxes per carton. Bulk price, $30 
per 100. Colors available are: blue, 
pink, yellow and white. Newkote 
Corp., Dept. HA, Valley Stream, 
N. Y. 


Item 52 
Weatherstrip, threshold 


Sager’s new door bottom weath- 
erstrip-threshold features a viny] 
weatherstrip incorporated in chan- 





THE WORLD’S STRONGEST 
TANK FLOATS 


Any size or shape in rigid solderless 
copper. The seam and spud construction 
provides strength where .needed to 
withstand severest service. 


The 4” x 5” TOLEDO 


aman HUMIDIFIER FLOATS 


Unaffected by water conditions. 
21,” x 31,” - x 4” 3” x 
a x 1 1,” 21,” 7 1 Vy”. 


he No. €: penne the FEDERAL 


— 


<Miverphedy bared more with, Reichert. The — 
- wsighta, gnatetal: Gnd apa For years it i : a i Any size, round or oblong. 


3 = Lever arm or slide rod type. 
_ hae constituted the ane | ling that assured complete = Solderless or solder seam con- 
pe eS: struction. With or without tubing 
5” ROUND to fit any rod size. Weighted 
‘ Corrugated or to your specifications. 
non-corrugated; 
general purpose 


Tough, high impact polystyrene. 
Unattected by chemical content 
ot any water. Size 4” x 8”. 


vile Se ate 


2243 SMEAD AVENUE TOLEDO 6, OHIO 


SEND FOR CATALOG, ATTRACTIVE PRICES and DISCOUNTS 
Want more facts?’ Circle 127, p. 51 
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= Lem AE) [Coen OF. | On. LIST has 41 teeth. Cleaning is rarely 


necessary and replacement of the 


Want more details? Just circle item number on p. 51 inner unit is easy. Other features 


nel aluminum on the bottom of the 
door. The 4-in. threshold, No. 734, 
has a heavy aluminum, fluted top. 
Sager No. 777 is for the bottom of 
l’4-in. doors. Sager No. 788 is for 
the bottom of 1%.-in. doors. Sager 
Weatherstrip & Calking Corp., 
Dept. HA, 2050 W. 59th St., Chi- 
cago 36, Ill. 


Item 53 
Lightweight power hand saw 


This Wells power hand saw pro- 
vides cutting action with a special 
reciprocating blade mounted on a 
rigid backing. It provides 8000 
1'.-in. cutting strokes per minute. 
The blade removes sawdust from 
the kerf and a_ built-in’ blower 
keeps work line clear. This blade 
stops in less than 1'% seconds after 
the trigger is released. Features 
of the lightweight saw _ include 
anti-friction ball and needle bear- 
ings, heat-treated helical gears, 


heavy duty AC/DC motor, die ¢ast 
housing and double pole switch. 
Wells Mfg. Corp., Dept. HA, 503 
Fourth Ave., Three Rivers, Mich. 


ltem 54 
39 assorted screwdrivers 

In a space 11 in. wide you can 
display 39 Hold-E-Zee screwdrivers 
with the HEZ-9 compact, perfo- 
rated panel assortment. A clear 
plastic shelf, marked with type and 
price, holds eight crosspoint and 
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are an oval handle, bar reverse 
knob and small round heads. 
Wright Tool & Forge Co., Dept. 
HA, Barberton, Ohio. 


see 


peer? 


Item 57 

300 assorted eyelets in kit 
Three operations for lacing pro}- 

ects can be handled with Penn’s 

Style No. 328 Eyelet Tool Kit. The 

Evelet Plier spots holes, punches 

holes and sets eyelets. The kit 
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31 slotted head models. List price 
is $34.70. Upson Bros., Inc., Dept. 
HA. 65 Broad St., Rochester 14, 
N. Y. 


Item 55 
Wall tile adhesive tube 

Pecora Jet Tube contains Super 
White A-115-A, an adhesive for 
applying plastic and metal wall tile. 
The new applicator is a metal- 
capped cardboard tube, 3-in. wide 


comes in a blister pack with 300 
multi-color eyelets for $1.98. Penn 


Products Co., Dept. HA, Corona 68, 
by 9°%4-in. long. Jet Tubes come in N.Y 


cartons of 12 tubes and 4 pushers. 
Instructions and diagrams are on 
the package. Pecora, Inc., Dept. 
HA, 300 W. Sedgley Ave., Phila- Item 58 


delphia 40, Pa, Water skiing supplies rack 


You can use this Puritan Water 
Ski Shop of accessories to increase 
Item 56 
Double-action ratchet line 
Oilproof rubber grips and double 
safety pawls are features of the 
Wright 500 ratchet. There are two 
models available. The 1%-in. drive 
has 45 teeth and the *%,-in. drive 


ca 


tie-in sales of water skis. This 
self-service, floor display rack holds 
tow ropes, tow bridles, bars, floats 
and figure-8 hooks packed in plas- 
tic bags. It’s 72-in. high and 382- 
in. wide and holds 11 pairs of water 
skis. The rack costs you $26.75 but 








IT PAYS TO STANDARDIZE ON STANSCREW 


**T VV Dee } 


/ in 


Lag Bolts Expand Stanscrew Line 
To Over 5,500 Different Fasteners 


Now a complete selection of lag bolts . . . over 90 differ- 
ent sizes... further increase Stanscrew profit opportun- 
ities for hardware dealers. These new lag bolts, together 
with Stanscrew hex machine bolts and carriage bolts, 
are attractively packaged and produced to Stanscrew 
quality standards. They allow you to meet the day-to- ATTENTION WHOLESALERS 
day bolt requirements of your customers with a quality In additi oh ; 
product that reflects credit on your establishment. “cl ution bs higher — - — 
—e a rices, « ns Ss 
In addition Stanscrew offers . . . through your whole- P _ ™ — “ oo ne aoe 
let lecti f ¢ t delivery . . . shipments normally made 
saler only .. . a complete selection of cap screws, se within 24 hours after receipt of your or- 
screws, and many other standard fasteners . . . allows .. : 
ou to provide emergency service for your customers on Gor. If you are not atready offering tis 
"sh oe at en sone ceca si profit-making line 0 your ae alers, write 
, -_ today for complete information. 
And, for impulse sales that build greater profits, 
Stanscrew provides attractive counter displays of hex 


key kits and set screws. Get all the facts from your 
wholesaler today. 














FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, illinois 
Want more facts? Circle 128, p. 51 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 5 


when you buy the Standard Water 
Ski Shop for $265 you receive free 
merchandise to offset the cost of 
the rack. Marine Div., Puritan 
Cordage Mills, Dept. HA, 124 Ca- 
bel St., Lowisville 6, Ky. 


Item 59 

Nail clipper and key chain 
Bassett’s Trim fingernail clipper 

now has a bead key chain for extra 

convenience. This clipper comes 

with a fold-a-way file and has a 

nickel finish. A new merchandising 


unit is available with 12 nail clip- 
pers ettached. W. E. Bassett Co., 
Dept. HA, Derby, Conn. 


Item 60 
New high speed hole saw 

A shatterproof Moly high speed 
hole saw has been added to the 
Victor line. This saw cuts clean 
holes from 9/16 in. to 6 in. in 
diameter, in metals, plastics and 
wood up to 11%-in. thick. It can be 
used on several power tools and 
features an all-welded construction. 
Victor Saw Works, Inc., Dept. HA, 
Middletown, N. Y. 


Item 61 
Mallet style of golf putter 


MacGregor’s new Perry Como 
mallet style putter is designed for 
more relaxed putting. The head is 


66 «© HARDWARE AGE, December 3, 1959 


made of satin-finished aluminum 
with a brass insert and is fitted 
with a Pencil chrome shaft. Its 
leather grip has a flat top design. 
Draper-Maynard Co., Dept. HA, 
4861 Spring Grove Ave., Cincinnati 
32, Ohio. 


Item 62 
Portable electric heater 


You can promote the safety fea- 
tures of this Thermador heavy duty 


portable electric heater for nursery 
or playroom use. A positive. pres- 
sure tip-over switch turns the 
heater off if it is upset. Small 
fingers can’t penetrate the new 
louvre design. The unit has chrome- 
plated feet, baked enamel finish, a 
hydraulic thermostat and a fan 
with a metal baffle. This HDP se- 
ries replaces the MHF series and 
comes in three models operating on 
240-volts. Prices range from $62.50 
to $72.50. Thermador Electrical 
Mfg. Co., Dept. HA, 5119 District 
Blvd., Los Angeles 22, Calif. 


Item 63 

lroning board cover package 
General Textile’s silicone ironing 

board covers are now in polyethy- 
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lene packages. The package shows 
the product in use and reveals the 
cover underneath it. General Tex- 
tile Co., Dept. HA, 58 Colden St., 
Newark, N. J. 


Item 64 
Fast-drying rust control 


Rustrol, a fast action rust con- 
trol coating, dries to touch in 15 
minutes. This product seals out 
moisture and oxygen with a for- 
mula of vinyl plastic resins. It is 
easy to apply by brush or by spray- 
ing. Rustrol can be used on metal 
surfaces outdoors or indoors. The 
deep red flat finish primer comes in 
sizes from half pints to gallons. 
Sapolin Paints Inc., Dept. HA, 205 
BE. 42nd St., New York City, N. Y. 


Item 65 
Electronic tube protector 


Economy-minded customers are 
traffic for the Eagle Protextube 
that helps prevent early burnout 
and adds life to radio, TV and 
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d Profits With New and Finer 


HERE’S WHY YOU’LL WANT THESE BETTER LP TORCHES: 


NEW porous metal fuel filters cut clogging to a minimum 
NEW easy-acting thumb control valves . . . any size flame 


NEW precision construction .. . cleaner, more uniform flame 








DELWE Solid Brass Torch Unit (Pencil Flame) and Replaceable 
Cylinder LP-330 

Every home and every shop is a potential buyer of these $ 95 

better-built LP torches. Built of solid brass. Porous metal 

filter improves flame, cuts clogging to minimum. Easy- , 

acting thumb control valve instantly adjusts flame from SETAE 

minimum to full. 


(LP-331 —similar to LP-330 but equipped with burner head for brush type flame.) 


GENERAL PURPOCE Torch Kit LP-340 


A complete torch unit and all accessories ordinarily used $888 KIT CONSISTS OF: 
around home or shop. In handy kit at 26% savings. C&L FUEL CYLINDER...... .$1.94 
RETAIL PENCIL POINT TORCH UNIT... 5.26 
All torch units equipped with LP-310 Disposable BIG BRUSH BURNER HEAD... 1.95 
Fuel Cylinder. Interchangeable. Available separately. FLAME SPREADER ........ 1.00 
Ideal for stoves, lanterns, etc. Retail $1.94 SOLDERING TIP 


TOTAL VALUE. .$11.90 


BY, Clayton G Lambert 1701 Dixie Highway, Louisville 10, Ky. 


The greatest name in heat tools for more than 70 years 


Want more facts? Circle 129, p. 51 




















STAPLE GUNS 


Sales results prove that Arrow Staple 

Guns are the most profitable to handle 

. . . because they're so much in demand £ 2% ~~ 

for so many varied fastening uses in # yy . 

the home and industry! Put these pre- ’ 

ferred Arrow tools to work for you! i 

Watch them build multiple sales when 

we r | displayed and demonstrated for faster, No. JT-21 

All-Purpose ~~ easier application of related building JUNIOR STAPLE GUN 

HEAVY DUTY materials! Arrow’s consistently hard- ¢ For light household fastening jobs. 

STAPLE GUN ~ hitting program of National Advertising ° Handle locks in place for easy carrying. ONLY 
¢ Ideal for do-it-yourselfers; fastens and Publicity is constantly pre-selling  * a eee we We Soe ee $4.95 


¢ Comes in attractive colors; makes perfect 


anything .. . ceiling tile, insulation - 
wuehtare, etc. — , " . your prospects! gift for the housewife. 


@ Takes 6 staple sizes: 1/4’, 5/16’, 3/8”, 1/2”, 
9/16" and CEILTILE staple for ceiling tile. 





ARROW T-50 INTERCHANGEABLE, SLIP-ON ATTACHMENTS 
For Special Use in T-50 Staple Gun 
ARROW’S CEILTILE® STAPLES! Le vont These hardy, easy-to-use 


- attachments open new uses 
ESPECIALLY DESIGNED FOR FASTENING CEILING TILE for the Arrow 1-50 Staple 
@ Unique leg design drives flush, holds tight! Gun. Sell them to your 
@ Flange is never fractured . . . CEILTILE penetrates perfectly! customers individually, as 
¢ Special cement coating provides tremendous holding powerl — 1-50 - needed for extra profits! 

Tested and Approved by Major Ceiling Tile Manufacturers: . : 
2 saansian Sh ene WIRE ATTACHMENT SCREEN ATTACHMENT “/NOOW SHADE Price: $1.00 ea. 

UN “iewoon KY tasuaire EQ mem me mein 


ATTACHMENT 
SOLD ONLY THROUGH THE TRADE 





INDIVIDUALLY PRE-PACKAGED ON COLORFUL, SKIN-PACK, PILFER-PROOF 
— — —s DISPLAY CARDS FOR FAST TURNOVER AND EASY SELF-SERVICE SALES! 


\ ARROW FASTENER COMPANY, INC. 


One Junius Street, Brooklyn 12, N. Y. Pioneers and Pacesetters for over a Quarter Century 


Want more facts? Circle 130, p. 51 
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Want more details? Just circle item number on p. 51 


other electronic tubes. While tubes 
are cold, Protextube acts as a 
shield and absorbs the shock of the 
initial 


current allowing 


tubes to warm up gradually. These 


surge, 


devices come on a colorful display 
card. Protextube is also effective 
in protecting 3-way light bulbs. 
Eagle Electric Mfg. Co., Dept. HA, 
23-10 Bridge Plaza South, 
Island City 1, N. Y. 


Long 


Item 66 
8'/2-in. duplex rabbet plane 


Great Neck’s duplex rabbet plane 
and fillester has two cutter seats: 
one for regular work, the other for 
bullnose work. The RP-8& has an 
adjustable fence that regulates the 
width of cut and depth gauge to 
regulate depth of cut. The chrome 
alloy tool steel blade of the plane 
can cut with or across the grain. 
Handle and black Japan finished 
body are cast in one piece. The 814 


in. long tool with 1% in. cutter, 
comes individually boxed. Great 
Neck Saw Mfrs., Dept. HA, Mine- 
ola, N. Y. 


Item 67 
Tow chains in cloth bags 

Acco tow chains are now pack- 
aged in four popular styles and 
sizes in a cloth bag marked with 
chain size and length. Zinc-plated 
tow chain assemblies available are 
the No. 314, a 14-ft length of °. 
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in. chain with a No. 438 grab hook 
at the ends; the No. 514 has 14-ft 
of 5/16-in. chain and No. 42 grab 
hooks. The No. 912 has 12 ft of 
l,-in. chain and No. 41 grab hooks 
and the No. 914 with 14 ft of \4- 
in. chain has two No. 41 grab 
hooks. American Chain & Cable 
Co., Dept. HA, 929 Connecticut 
Ave., Bridgeport 2, Conn. 


Item 68 
Three carded fishing lures 
Three Wonderlure Wobbler lures 


are now on ae colorful, bubble- 


These cards are 

punched at the top for convenient 

hanging and displaying of these 

Acme lures. Acme Tackle Co., Dept. 

HA, 350 Dexter St., Providence, 
l, 


packed card. 


Item 69 
Assorted eyebolt display 
A self-service display unit for 


assorted lag-thread eyebolts or 
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giant screw eyes has been added to 
the Androck line. Eight sketches 
of everyday uses are featured on 
the 154%, x 12 in. panel. Eyebolt 
Assortment No. 111 contains six 
popular sizes, each on a separate 
peg with size clearly marked. 
Washburn Co., Dept. HA, Worces- 
ter, Mass. 


Item 70 

Accessory speaker and cord 
Here’s an accessory speaker that 

can be used with radios, televi- 

sions, tape recorder or other sound 


equipment. It has a 25-ft extension 
cord with two alligator slips and a 
transistor radio adapter. The 
adapter plugs into the earpiece out- 
let and creates a 5-in. speaker tone 
for transistor radios. The alumi- 
num housing has a black or coral 
baked-on finish and a brass color 
trim. A 5-in. 6.8 permanent magnet 
speaker with weatherproof 
makes this unit usable almost any- 
where. Unit retails for $6.95. 
Party-Q Corp., Dept. HA, 601 W. 
26th St., New York 1, N. | 


cone 


Item 71 
Clear finishes for wood 

This line of Seidlitz clear finishes 
for wood, called Durmo, has been 
relabeled and expanded. The Dur- 
mo line now includes heavy duty 
spar varnish, crystal clear satin, 
wocd stain and Stain ’N Filler 
available in 45 colors through the 
Seidlitz MultiTint System. Seidlitz 
Paint & Varnish Co., Dept. HA, 
18th & Garfield, Kansas City, Mo. 


Turn to p. 70 for new cost saving 


store and warehouse equipment. 





ECLIPSE MOWERS 
give you more to sell in 60 


NEW DESIGN! 


There’s an entirely “new look’”’ in 
the 1960 line of Eclipse Mowers. 
All models are color-coordinated 
for added sales appeal... golden 
yellow mowing units with spar- 
kling white engines and accents 
of black and chrome. Watch for 
exciting new features... new 
models. Sell Eclipse... the Big 
“E”’ line with the New Design. 


ECLIPSE 
HAS IT! 


NEW COLOR NEW HEIGHT-O-MATI 


RR Re ¥ - Bs 


Rugged as a Rhino Durable as a Cat 


ont 


ECLIPSE * : Powerful as a Bull 
HAS IT! ECLIPSE 


ecuipse i HAS IT! 


HA - i T ! : * Design and construction to outperform all ordinary mowers 


year after year—for the lowest annual operating cost. 


PLUS...A special localized dealer advertising campaign in addition to Co-op. 


Write today for the com- 


| plete story on Eclipse 
mowers ...13 models 
. available, rotary, reel, 


and riding types. Sell 
Eclipse... the full profit 
line. 


THE ECLIPSE LAWN MOWER CO. Div. of Buffalo-Eclipse Corporation 


12917A Railroad St. * Prophetstown, Illinois 
Want more facts? Circle 131, p. 51 
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BUYING CHECK LIST 


Cost Saving Equipment For Store And Warehouse 


Keep posted on this new cost saving equipment for store 


and warehouse. For more details circle number, p. 51 


Item 72 
Plastic numbers, letters 

Here’s a new interlocking plastic 
numeral and letter kit for pricing 
and identification of merchandise 
on display. It’s called Ad-On and is 
washable. Each character has its 
own pedestal base and a clip attach- 
ment to mount one row on top of 
the other. Messages can be assem- 
bled quickly and easily. Ad-On sets 





come in white on black or brown on 
white in three sizes. Pryor Mark- 
ing Products, Dept. HA, 434 S. 
Wabash Ave., Chicago 5, Ill. 


Item 73 
Color dispensing machine 

Du Pont’s Color Master color- 
mixing machine uses a new me- 
chanical color dispersing method 
and dispenses colorants in most 
base types from 1/64 to 4 oz with 


Gtiietiti ae 
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one shot. Color Master is a metal 
unit occupying 28 in. of counter 
space at its widest point. Colorants 
are never touched except in refill- 
ing canisters and the operation re- 
quires little skill or training. Free 
selling aids include a cabinet with 
357 take-home color chips, a dis- 
play unit of more than 1,000 colors 
and mixing formula cards, E. I. 
Du Pont De Nemours & Co., Dept. 
HA, Wilmington, Del. 


Item 74 
Merchandising unit catalog 
More than 24 merchandising 


units for displaying most hard and 
soft lines are illustrated in Reflec- 
tor Hardware’s Self-Selection cata- 
log No. P-24. The 20-page booklet 
lists island-type floor units and 
over-table frame assemblies. Reflec- 
tor Hardware Corp., Dept. HA, 
1400 N. 25th Ave., Melrose Park, 
Ill, 


Item 75 
Folding table for displays 


if you are looking for a solution 
to display problems during the 
holiday gift season, Hirsh’s fold- 


e™ 


“t 
» 





ing table provides 12% sq ft of 
display space, quickly. It’s made of 
wood and has steel legs that lock 
automatically when the table is 
opened, This table is 5 ft x 2% ft x 





32 in. high and can be stored com- 
pactly in 1% sq ft. It lists for $39 
and comes packed two to a carton. 
S. A. Hirsh Mfg. Co., Dept. HA, 
8051 N. Central Park Ave., Skokie, 
Tl. 


Item 76 
Holster for price marker 


Clerks and stockmen can keep 
price markers handy with Garvey’s 
price marker holster. The leather 
holster is attached to belts or 


ganvel 
| wor ster 





aprons with a snap-fastening belt 
loop. Garvey Corp., Dept. HA, 9804 
Page Blvd., St. Louis 32, Mo. 


Item 77 
Adding machine, register 


Victor’s X-61 model adding ma- 
chine, cash register is a flexible 





business control system with built- 
in adding machine advantages. 
Four clerk identification keys and 
enforced registration offer addi- 
tional safeguards. This model has 
a heavy-duty plastic casing and re- 
tails for $194. Another model, X-6, 
is $174.50. Victor Adding Machine 
Co., Dept. HA, 3900 N. Rockwell 
St., Chicago 18, Ill. 





Turn to p. 73 for a listing of 
new aids to help you sell better. 
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IMPORTANT INFORMATION ON THE COMPLETELY NEW VIGORO PROGRAM FOR ‘60 


oe NCTA <> 


ALL-NEW PRODUCTS 
(=~ BRAND-NEW PRICING POLICY 








(J <- CRittidlinn New nS 








IT WILL PAY YOU TO GET THE DETAILS 
BEFORE YOU COMPLETE YOUR SPRING PLANS. 
YOUR VIGORO SALESMAN WILL SEE YOU SOON. 


My, how garden sales grow V ’ G 
with A ®@ ¢ VIG... ORO 


Vigoro is a registered trademark of Swift & Company 








Want more facts? Circle 132, p. 51 
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MUM aaa: 
PERFORMANCE INSURANCE 


THE GREAT LAKES TRACTOR 
eee THE COMPLETE ENGIN 
= a FOR ANY REASON, FOR A PERIOD 
rr or a DATE OF PURCHASE, AT NO 
ion am OR A TEN DOLLAR FEE FOR COM- 
REPLACEMENT. (Subject to specified Provisions) 
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HERE'S WHY YOU MUST BE A PREMIUM BRAND DEALER FOR 
1960! GUARANTEED PROTECTED FRANCHISE — EACH MOWER 
PERFORMANCE INSURED — BREAKTHROUGH IN QUALITY PER- 
FORMANCE AT PRICES IMPOSSIBLE 10 YEARS AGO — COM- 


SAFETY-TORQ* BLADE ASSEMBLY 


*Patent Pending 





PLETE PROTECTION OF YOUR CUSTOMER GOOD WILL — FULL . « « Climinates possible damage te ; 
PROFIT — NATIONAL ADVERTISING WITH BIG COLOR ADS IN mower engine. Excessive shock of 1? 
NATIONAL CONSUMER MAGAZINES — PLENTY OF EXCITING hitting a foreign object is dissipated 99 = 
LOCAL SALES AIDS — INDIVIDUAL SERVICE FROM STRATEGIC- in exclusive SAFETY-TORG blade os- < [ 
ALLY LOCATED FACTORY REPRESENTATIVES ! sembly, before it reaches engine shaft. 


AL ‘PUSH-TYPE = Unretouched photo shows one of many 7/,” steel stakes 

which PREMIUM mowers were run into without damage. 

20”, 22” and 24” sizes feature SAFETY- 

TORQ blade assembly; effortless “wind-up” 

engine starting; wheel spinner height ad- 

justement; fiberglass engine shroud for clean 

lines and appearance; oversized Briggs & 
Stratton engines for reserve power. 


© Bawa 


22” and 24” models have all the plus-quality 
features of the PREMIUM push models, plus 
proven “balanced” drive to both rear wheels. 
It's the easiest-to-use Mower you ve ever seen. 
It's mot necessary to declutch on turns. 


4l4 h.p., cast-iron, industrial duty engine; 
24” cutting blade; meshed gear transmission 
shifts into 2 forward speeds, neutral and 
reverse; blade height is foot controlled, even 
while moving; automotive differential on 
rear wheels; adjustable swing-away steering 
handle; “wind-up” engine starting; fully 
pneumatic rear tires; upholstered seat and 
back rest; and rear hitch accepts factory 
supplied attachments. 


0 Lia 


Only 12” wide, designed to commercial re- 
quirements, trims directly against high walls 
or hedges and under bushes —the grass 
doesn't grow that the PREMIUM trimmer 
can't cut! 


O OUT 


18” or 21” models, feature ball bearing reel; 
Oilite wheel bearings; chain drive to wheels; 
V-belt safety drive from engine; automatic 
clutching device for convenient operation! 



















THE GREAT LAKES 


i sUITE 51 ; 
\ Cleveland 15. wet ils on h 

i : eta “RD I 
! Gentlemen Fr) PREMIUM DEALER: 


1 FRANC —— 
1 INE ne Rt nen , " Si ‘4 e | v and don’t forget 
i ee cei a dé eae ae THE VANGUARD 
SS cee _ -— f 
1 iil i, ee ae 8 for Christmas PROFITS. 
ee ws ZONE... Get your order in before 
1 ITY anne. aggeperaie © 2S Trecessber 17 fae Chsietmnas 
— a delivery. 


Want more facts? Circle 133, p. 51 
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NEW AIDS TO HELP YOU SELL 





New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 51 for your copy 


ITEM 84 LAWN CARE EQUIPMENT 
CATALOG—The complete line of 
Melnor lawn sprinklers, nozzles and 
garden hose attachments are de- 
scribed in this colorful catalog. 
Diagrams show sprinkler patterns 
and all details, including prices, are 
riven in the 8% x 11 in. booklet. 
Melnor Industries, Inc., Dept. HA, 
Moonaeh le, N. a. 


ITEM 8&5 TRANSISTORIZED SAFETY 
LIGHT—Bulletin gives details on 
new model HD-2-7T Fageol tran- 
sistorized safety lights. Electrical 
and mechanical details plus cut-a- 
way views are featured. R. D. 
lageol Co., Dept. HA, Kent, Ohio. 


ITEM 86 WEATHERPROOF WIRING DE- 
VICES—Bell devotes entire 16-page 
catalog to weatherproof wiring de- 
vices, covers and boxes. The cata- 
log, in color, includes the new Saf- 
T-Lok line and features bird’s eye 
views of the entire Bell line. Bell 
Blectric Co., Dept. HA, 5735 S. 
Claremont Ave., Chicago. 

ITEM 87 WINTER SPORTS CATALOG 
Northland Ski’s full line of winter 
sports equipment is covered in the 
1959-60 edition. The booklet also 
contains several pages of instruc- 
tions on how to ski. Northland Ski 
Mfg. Co., Dept. HA, Bradford & 
KMndicott Sts., St. Paul 14, Minn. 


ITEM 88 32-P. ELECTRIC TOOL CATA- 
LOG — Porter-Cable electric tools 
and equipment are fully covered. 
Special literature is also available 
on the new Model 538 %¢ in. heavy 
duty electric drill. Porter-Cable 
Machine Co., Dept. HA, 601 James 
St., Syracuse 3, N. Y. 


ITEM 89 LOADING DOCK INFORMA- 
TION—Contains facts, figures and 
equipment data useful to anyone 
planning a new or improved truck 
loading dock. “Loading Docks & 
Yards” offers 8-pages of minimum 


design standards and_ efficiency 
ideas for the movement of trucks 
published by several automotive as- 
sociations. Applications of the Hi- 
l.o adjustable dockboards are cov- 
ered. Kelley Co., Dept. HA, Mil- 


waukee 9, Wis. 





ItEM 90 1960 FISHING TACKLE CAT- 
ALOG—True Temper’s 32-page book 
is written as a buying guide and 
help. Besides covering the 
fishing tackle line, the catalog fea- 
tures pages devoted to sound prin- 
ciples of basic selling. A new se- 
ries of promotional rods is shown 
for the first time. True Temper 
Corp., Dept. HA, 1623 Euclid Ave.., 
Cleveland, Ohio. 


sales 


ItrEM 91 POWER TOOL CATALOG 
Black & Decker’s Long Line of elec- 
tric power tools and Fall-Christmas 
promotion items are features. A 
numerical price list, Long Line 
sales planner No. 2 and description 
of Fall- Christmas consumer ad 
schedule are also included. The spe- 
cial buying index will be helpful to 
dealers. Black & Decker Mfg. Co., 
Dept. HA, Towson, Md. 





ITEM 92 1960 FASTENERS CATALOG 

Serves as complete reference to 
Atlas line of threaded and headed 
fasteners. List prices include most 
recent changes in the large metal 
fastener catalog. Atlas Screw «& 
Specialty Co., Dept. HA, 450 
Broome St., New York. 


ITEM 93 40-PAGE SPORTS CATALOG 
Spring catalog from _  Draper- 
Maynard for 1960 covers the new- 
est line of baseball, softball, golf, 
tennis and badminton equipment 
and accessories. Plylon rubber in- 
flated goods are also included. 
Draper-Maynard Co., Dept. HA, 
4861 Spring Grove Ave., Cincin- 
nati 32, Ohio. 

ITEM 94 PLANT PRUNING GUIDE— 
Advice on how and when to prune 


66 varieties of plants is included. 
The guide is suitable for use as a 
poster. It includes descriptions and 
illustrations of various Stanley gar- 
den tools for pruning and trim- 
ming. Stanley Works, Dept. HA, 
111 Elm St., New Britain, Conn. 
ITEM 95 PUMP CATALOG, DATA FILE 
Highlight of 1960 Kenco pump 
catalog, data file, is a section on 32 
leading, illustrated and _ indexed 
uses of submersible pumps. The 
10-page 8% x 11 in. 2-color catalog 
lists dimensions, capacities, electri- 
cal data and specific features for 
each Kenco pump plus engineer’s 
specification forms. An exchange 
pump plan, service policy and a di- 
rectory of service centers are als» 
included. AKenco Pump Div. Amer- 
ican Crucible Products Co., Dept. 
HA, 1305 Oberlin Ave., Lorain, 
Ohio. 
ITEM 96 FURNITURE CASTER FOLDER 
Faultness simplified replacement 
vuide for office furniture casters. 
[Lists 43 principal office chair mak- 
ers and identifies correct Faultless 
caster for each. The new Royal- 
Roll caster is also featured. Fault- 
less Caster Corp., Dept. HA, Vvans- 
ville 7, Ind. 
Ilt1EM 97 CONTRACT HARDWARE CAT- 
\LOG—Acme’s 12-pager describes a 
10 packaged set series featuring 
4-wheel hangers for use on doors 
weighing up to 100 lbs. Half size 
cross-sectional diagrams and a con- 
venient ordering chart for 2, 3 and 
4 door sets and bulk hardware. 
Acme Appliance Mfg. Co., Dept. 
HA. PO Box 575, Monrovia, Calif 


ITEM 98 BUILDERS’ HARDWARE CAT- 
ALOG—New lockset designs and es- 
cutcheons are illustrated in color. 
Cutaway diagrams and _ specifica- 
tions of all three series in the line 
are shown. Challenger Lock Co.. 
Dept. HA, 2349 W. La Palma Ave., 
Anaheim, Calvf. 


ITEM 99 HOBBY TOOLS CATALOG 


SHEET — Features X-Acto’s Safety 
Guard knives for hobbies and 
crafts. Step-by-step illustrations 


on the operation of the guard and 
replacement of blades. Other cut- 
ting tools and accessories are also 
covered in the sheet. X-Acto, Ine., 
Dept. HA, 48-41 Van Dam St., 
Long Island City 1, N. Y. 
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MOST WANTED 





MACHINISTS’ CHESTS 





UNION has done it again! Here now In sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 
auto mechanics, millwrights, skilled techni- 
clans, etc. 





MODEL MT-3 (above) 
3 full width drawers and till 


Overall size (both 


models) 20/2” x9” x14” 


MODEL MT-7 (below) 
7 drawers and till 





i d cover ..- 
l-drawn seamless reinforce 

sw girder bottom einforcement - 
Non-sag drawer and age ; 0 
sion drawer gliders Win om” 
. _ Easy-to-clean porcelain-like, fin 
ish... Felt-lined drawers and Ul... 

King-size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


UNION STEEL CHEST CORP. 





Want more facts? Circle 134, p. 51 
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Keeping retailers competitive 


How wholesalers are carrying out this responsibility 


by offering dealer specials backed by mailers 


by George Espenson 
Advertising Manager 
Farwell, Ozmun, Kirk & Co. 
St. Paul, Minn. 


Editor’s note: These remarks by 
Mr. Espenson were made at the 
recent annual meeting in Atlantic 
City of Liberty Distributors 


Why should wholesalers be con- 
cerned about keeping retailers com- 
petitive? Because retailers, to be 
competitive, must meet retail prices 
on specials in today’s markets. 

We wholesalers are aware of this 
situation. That is why we provide 
promotion merchandise that retail- 
ers can sell at competitive prices. 
We realize that retailers should 
price these promotion specials to 
attract traffic and to keep consum- 
ers aware that hardware store mer- 
chandise is not high priced. 

A year ago Howard Price, of 
The Salt Lake Hardware Co., 
stressed this point. He started us 
thinking of the 100 Basic-Basic 
promotion items on which we must 
keep our retailers absolutely com- 
petitive. These are the items now 
listed in the Liberty version of the 
NRHA Turnover Handbook. 


An important sentence 

Let me repeat one of his state- 
ments. 

“It is most essential that the 
hardware retailer be competitive 
on these items at all times because 
these items are featured by compe- 
tition at one time or another at 
special prices. These are the items 


which influence the sale of other 
merchandise.” 

I want to emphasize that last 
point: “These are the items which 
influence the sale of other mer- 
chandise.”’ 

As wholesalers, we must con- 
stantly keep informed on the cur- 
rent up-to-date special retail prices 
featured in the advertising of our 
retailers’ competitors. 

At Farwells, we do this by post- 
ing a continual running record as 
each competitor’s advertising piece 
is issued. 


Job is cut out for us 


However, just to keep informed 
is not enough. We must follow up 
and provide our retailers with spe- 
cials that will meet, or beat, his 
non-independent competition. We 
must work back down from the re- 
tail price. Then we establish the 
wholesale price to the dealer, and 
work back to our cost. 

The margins of profit for the 
retailer and the wholesaler invari- 
ably must be shorter than usual on 
these promotion items. 

Keeping retailers competitive is 
a continuing problem. It is not 
enough to have a special low retail 
price and then wait for dealers to 
buy. 

We must constantly be selling 
and reselling retailers that we offer 
them bargains at special prices. 

We must go one step further and 
prove to consumers that our re- 
tailers have special low prices on 
promotional items that either meet, 
or beat, prices of all competition. 

Usually it is easier to sell spe- 









































WE'RE ON ‘EASY STREET’ NOW THAT WE'RE SUGGESTING 
“SCOTCH BRAND MASKING TAPE WITH EVERY PAINT SALE!® 





“SCOTCH” and the plaid design ore registered trademarks of 3M Co., St. Paul 6, Minn, 


TMitmnesora [fining ano ]/fanuracrurine company 
eos WHERE RESEARCH IS THE KEY TO TOMORROW 








* WORTH REMEMBERING! 


the Original 
PLASTIC ALUMINUM 


The number one item in the nation’s 


number one fix-it line <a” 
* Guaranteed by * 

- Good Housekeeping 

~Or as ADvrRTisto ate 


THE WOODHILL CHEMICAL CO. oe 
"The mother-in-law approved line” | POPULAR | 
1390 East 34th Street Cleveland 14, Ohio CS 





Order from your Jobber 
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MASTER KEYS | 


hb 


ARE SINCE 1872 


BULL DOG MASTER KEYS 


EH. TATE CO. ® 251 CAUSEWAY ST. ® BOSTON, MASS. 
Want more facts? Circle 136, p. 51 





FRIEAID Thread Cutting Oils are available 
in convenient (4 ounce Nu-Clear only), 

1 quart, 1 gallon, (2 gallon 

Nu-Clear only), 5 gallon, 

30 gallon and 55 gallon 

containers. 


a a 
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ible daadoibi 
Same dies, same pipe, 
but RIGID Thread 
Cutting Oil made the 
difference! 


25 
ibbbadid phe ¢ +i 


‘ 
Tests prove el teal D> 


Thread Cutting Oil gives you better threads 
faster...lengthens die life, too! 


Recently a distributor in Atlanta, Georgia 
investigated a complaint of “bad pipe’’. Test 
threads were made in all sizes. Torn threads 
resulted. Then RIGatD Nu-Clear Thread Cutting 
Oil was substituted for the oil being used. Perfect 
threads were obtained every time. 


Here, then, is dramatic proof that you and 
your customers need a special purpose thread 
cutting oil . . . an oil that cools, speeds metal re- 
moval, produces a smooth finish, and prevents 
chips from welding to your dies. 

No oil—in its pure state—will perform all 

these functions. That’s why Ritaip Thread 
Cutting Oils are an exclusive, exactly formu- 
lated combination of oils, blended for easier, 
faster threading . . . longer die life. What’s more, 
these special-purpose RI@M@ID oils are com- 
pletely antiseptic . . . no danger of irritation or 
infection. 
For easy sales . . . and for better threads in your own 
Pipe Service Department, order Ri@1D Thread Cut- 
ting Oil from your Supply House today. Tops for all 
metal cutting ... sell an extra supply for home lathes. 
drill presses and other metal cutting equipment. 


Want more facts? Circle 137, p. 51 
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Gtenvare 
BALL COCKS 
Last Longer 


GP-99 
REGULAR 
MODEL 


NEW, SIMPLE 
QUIET ACTION 
DESIGN 


Sl PERRO Pe Re LONE PR 


ee a 


mw Fewer Working Parts 

w 360° Lever Arm 
Adjustment 

w Valve Chatter 
Eliminated 

mw Nylon Valve Seat 

@ Lifetime Rubber 
Diaphragm 

mw Pressure Cast 
Non-Corrosive Brass 


Your customers will like 
the silent, long-lasting 
service of Glenvale ball 
cocks .. . each perform 
ance tested against leaks 
... completely packaged 
ready to install. Fit prac- 
tically all tanks. 





2 TRIER” 


Door wetREEBCH ers 


ORDER FROM YOUR 
JOBBER — TODAY! 


Gienvarc 


PRODUCTS DIVISION 
Hoover Ball & Bearing Co. 
MALVERN, ARKANSAS 
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Keeping retailers competitive 


cials to the retailer, unfortunately, 


than to convince him to sell at 
pecial low prices. Too often the 
retailer is liable to mark up spe- 


cials to regular price to make more 
profit. This is a carry-over from 
the days when retailers were mors 
‘concerned about buying than about 
Sometimes dealers fail to 
realize they do not make money on 
al special 
item 


selling. 
purchase, or promotion 
until the item is sold. 

Wholesalers’ promotional efforts 


are lost unless retailers prove to 
the ultimate consumer that they 
have the lowest retail prices in 
town. Then wholesalers have per 


formed the role as a 
merchandising distributor working 
in partnership with our retail cus 
tomer, 


completely 


How is this accomplished? By 
supplying the retailer with help on 
consumer and then 


following through to make sure he 


advertising, 


uses these sales aids. 

We have two methods for force 
ful advertising to the consumer: 

First—Liberty’s “Bargain of the 
Month” promotion. 

Second — consumer circulars, 
both by Liberty and also those pro- 
duced as individual wholesalers. 


“Bargain of the Month" 
promotion 


One way of keeping retailers 
competitive is our Liberty “Bar- 
gain of the Month” promotion. We 
are supplying retailers with special 
low prices on redhot seasonal pro- 
motional items. We also provide 
him with attractive store trim ma- 
terial and newspaper ad mats so 
he can advertise these bargains to 
the public. 

Twice a year representatives of 
Liberty’s membership meet to se- 
lect seasonable items that will be 
priced right, timed right, and ad- 
vertised right. Our independent 
customers have’ bargains 
comparable to anything offered by 
«a chain store. 


retail 


We use our purchasing power ef- 
fectively to negotiate a good price, 
then slash our margins far below 
normal to lay this merchandise into 
the retailer’s store so he can sell 
it consisiently between % and 14 


(Continued ) 


off regular retail price. Through 
our purchasing power he is given 
the opportunity of making a rea- 
sonable profit on the item although 
the margin is shorter than his nor- 
mal average margin. ’ 
The real purpose is to advertise 
bargains at the consumer 
level. To sell items at special low 
prices to the dealer and then have 
him put them on the shelf at regu- 
lar prices so he will make a longer 
profit is defeating the purpose of 
the “Bargain of the Month” pro- 
motion. 
It is our responsibility to con- 
stantly expend more effort in sell- 
ing our salesmen and retailers on 


these 


the idea that these items are for 
the express purpose of building 


more store traffic. 

This is one of our responsibili- 
ties as a merchandising wholesaler. 
We must constantly provide our 
retailers with the merchandise and 
the advertising material. Then we 
must follow through to make sure 
that dealers advertise the specials 
we wholesalers provide. 


Consumer circulars 


The second method of keeping 
retailers competitive is to convince 
them to regularly use consumer ad- 
vertising circulars or catalogs. 

Farwells has been active for 
many years in supplying retailers 
with sales help and consumer ad- 
vertising. About 35 years ago we 
produced one of the first retail ad- 
vertising circulars. This spring we 
had 499 retailers distribute 532,- 
188 consumer catalogs. 

The important point is that we 
supplied nearly 500 retailers with 
good, sound, personally supervised 
advertising that brought in con- 
sumers who also purchased other 
merchandise. Further, our special 
prices, being competitive, conveyed 
the idea to the public that they 
could always buy as low at inde- 
pendent hardware stores as at any 
chain store. 

During many years of producing 
consumer advertising catalogs and 


circulars we have experimented 
with many types and kinds of pro- 
motions. Our consumer advertis 


ing program costs up to $25,000 a 





year. It is worth it in satisfying 


This Trojan assortment 
retailers, and in enabling them to & * 
meet their non-independent com- TEETR in r 
petition. 
ATTIRE: PIE 


We have learned you can’t ad- 
vertise a $1 item at 98¢ when com- 


petition is featuring it at 79¢. You + 

look foolish and you convey the an [ig saw gd & sad eo 
idea to the buying public that your 

dealer is high priced on his regular 
items. 

Of course, no one can hope to be 
low on every item. By carefully 
watching the trends in buying hab- 
its of competition, you can be close 
enough on the leader items so there 
is no marked differential. And, of 
course, you keep looking for some 
specials of your own on which you 
can be the pacesetter. 

It is our feeling that a success- 
ful circular, as differentiated from 
a catalog, should contain about 30 
specials from the 100 or so Basic- 
Basic promotional items. Add to 
this about 30 more seasonal items 
at regular prices and you have a 
properly balanced promotion. The 
promotion will have just enough 
items to make it manageable, dol- 
larwise, from the dealer’s inven- 
tory standpoint, and with enough 
variety in items to appeal to a 
large number of consumers. 




















Spread the good news 


TROJAN NO. 1450 Display Cabinet 
The selling of consumer adver- offers you the widest range of blade 
tising promotions to retailers is | types, lengths and teeth per inch 
not an easy task. It requires a | ever assembled. Colorful and perma- 
great deal of intelligent, enthusi- | nent, the display tells at a glance 
astic salesmanship on each succeed- | the number, size, use and price of 
ing promotion. However, it can be each of the 17 blade selections — 
done, It is the best Way we know | and acts as a constant, instant 
of to keep retailers competitive. | inventory. 
Selling of specials to retailer is | 
— oe. 8 eee | You can assure every customer, without hesitation, 
wholesaler must make sure that | 


the special competitive retail prices | that whatever Trojan Blade he chooses from this assort- 
he makes available are advertised | ment, saws through non-ferrous metals — even mild 
to the ultimate consumer. It is his steel —as well as all woods and plastics, with the 


responsibility, also, to develop the seaten of anes 
advertising material for the dealer g . 


S { se prices can be carrie ' 
o that these prices can be carried You can show him that every tooth in a 
through to the consumer. ; 3 Ncieeace 

It is said that the most impor- Trojan Jig and Trojan Coping Saw Blade is individu- 
tant area in the long line of dis- ally filed, and set, not punched out — not chiseled. 
tribution from manufacturer to Every Trojan Saw Blade is then fired, oil hardened 
consumer is the three feet over ; 

hs and annealed. That's why he can get as much as 

the retail counter. I believe there | j 
is another axiom that we can add. | twice the wear out of Trojan Blades. 
A promotional price not backed up 


with wholesaler-produced advertis 
ing materials is no help to any- Ki é 
body. @ End Uy bu ltwAt 
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[ | How to make money in 
ot OC from Hardware Age readers electrical repairing 


A New England dealer got tired 
of turning down customers who 
wanted a lamp, electric iron, or 





Found: But most of all, they are willing heater fixed. The repairs were not 
(even eager) to help me find just difficult, and he could have made 
A happy customer the screw for the front-door lock. them, but there just wasn’t time to 
The following letter appeared in This may take them ten minutes do them right. 
the November issue of GOOD and net them three cents. But no This dealer visited a nearby vo- 
HOUSEKEEPING, as a letter to matter; I get the exact screw. cational school. He asked permis- 
the editor of the magazine. It is “For a person like myself, who sion to see the electrical shop 
reprinted here with the kind per- until recently had never faced the teacher. Then he asked the teacher 
mission of GOOD HOUSEKEEP.- J task of keeping all the works going if there was an advanced student 
ING. Copies of this letter were in a large house, this sort of help who could be available for a few 
sent to us by Larry Field, a buyer is worth gold. Needless to say they hours after school to work for 
with Worth Hardware Co., Inc., have my complete patronage and him. 
New York, and by B. J. Boylan of plenty of free advertising.” The teacher had several youths 
Boylan Bros., Island Pond, Vt. who were eager to put a few hours 
Our thanks go to both for their —Fditor’s note: The following was ‘ily in exchange for the money 
thoughtfulness. published in GOOD HOUSEKEEP- — hy agen The er macog ae 
Postmarked Wilmington, Delaware. ING as @ comment on this letter: arama amie “ee pertecm is 
“How can I explain, without Thoughtful, personal attention is since. 
sounding completely teched, how above price. Before you rush out to There is enough work coming in 
very much the local hardware store the warehouse sale, the discount steadily to keep the young repair- 
has meant to me? The two owners, house, the cut-rate store, ask your- man busy after hours several days 
who are the only clerks, know every self whether you are cutting your- a week. Some work is taken home, 
bolt and pin in the place; it is very _ self off from some service you’d not and all jobs considered too tech- 
clean; everything has a price on it. only like but may need. nical are refused. 

















To all our distributors and dealers! 
A word of thanks from 
Pennsylvania Power Mowers 


So many good things have been happen- orders this year have exceeded our great- 
ing to us during the past few weeks, that est expectations. In fact, this Fall your 
we thought a few words of thanks to the orders for immediate delivery are up 
people who make them possible might be 400% over last year! To all of you who 


in order. made it possible, we say again, many 
First of all, we’re happy that so many thanks. 
of you like our published policy of 2-step If you are not in the Pennsylvania Pro- 
Distribution. gram and would like to know more about 
We’re also mighty pleased that you like it, we invite you to write, wire or call us 
our prices, our brand-new Pennsylvania —today! 
line and, of course, our complete power 
mower program. SALES MANAGER 
The simplest and best way to tell you PENNSYLVANIA POWER MOWERS 


“thanks” is just to say that your early STEVENS LANE, EXETER, PENNA. 





Pennsylvania Power Mowers «+ Division of American Chain & Cable Company, Inc. 


Bridgeport, Conn. 3 Plant: Exeter, Pa. 
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The Spotlight 
ro) a =y-[o(-1 e101] ol lwo) a 
alsa aslo l=eatclaxt 


THERMDs. 
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PHRIFT-PACh 


HARDWARE 
PACKED WITH PROFITS! 


Thrift-Pack shelf hardware saves time and money 
with bulk packing—helps move merchandise with 
unique bin-type open-end carton. 

*All items are individually poly bagged with screws. 
Thrift-Pack currently available with door stops, 

sash locks, coat and hat hooks, 

sash lifts, handrail brackets. 

A practical, economical way to buy! 

Check your jobber—or write for details. 


* except door stops 


PREE w.: 
SEND FOR NEW 
CATALOG AND 
PRICE LIST 


Manufactured by 


Want more facts? Circle 142, p. 51 


JOSEPH HALL CO. 


2121 W. CLEARFIELD ST., PHILA. 32, PA. 


























You're in Business | 
with 


80 Profit 3k: = = 


a = 
i eat LL. 


When you — ar 
R42 x PKA-3,4 


CONSISTING OF KEY GI 

DUPLICATING MACHINE, 

MOTOR, ROTARY KEY- 

BOARD plus 1020 of the most popular KEY 
BLANKS. YOU CAN CUT CYLINDER AND CAR 
KEYS QUICKLY AND ACCURATELY. 


FREE 


THIS SIGN WITH YOUR ORDER 
TO HELP YOU SELL KEYS 


MAIL COUPON TODAY 


ae ee eee ee _ 





KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
R 4% x PKA-3 “Package” Deal plus FREE Key 
sign. 


Name...... . 
Address 


City 
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exclusive | Myers 
profit plan 
shows how 
YOU CAN... 











Myers dealers lead the way to the 


WITH THE FASTEST SELLING PUMP 
LINE IN THE INDUSTRY. Every Myers pump is designed and built to 


meet your requirements. You sell more Myers pumps because you have 





the right pump for every job. Save money and make more profit on 
every installation... Myers is the accepted pump by your customers. 
There is a Myers wholesaler close to you — Contact him today! 
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PUMPS 
WINTER! 


sell this winter. 


exclusive Myers 

Momentos VV ulerway 

how 40) 6) CAN This Myers dealer business 
publication gives complete 


| SELL PUMPS details on YOUR exclusive 
r os WINTER PROFIT PLAN. 
THIS WINTER 














profit and prizes with every Myers pump you sell 


When you sign up for the MYERS WINTER PROFIT PROGRAM, you 
receive a complete easy to use plan and dealer-tested merchandising aids de- 


signed to increase your pump sales this winter. 


This DEALER PROFIT KIT also gives you complete details on how you can 
win fabulous prizes for yourself and your family with every Myers Pump you 


Get complete details... 
Fill out this coupon and mail today! 











NAME 

ADDRESS 

CITY STATE 

The F. E. Myers & Bro. Co. 
ASHLAND, OHIO KITCHENER, ONTARIO 
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aade) 
1107 Samuelson Road, Rockford, 





FOR NEW IDEAS... 





LOOK TO 


stock~shep_ 


Wood Screws (Steel, 3 types, and Brass), 
Machine Screws and Nuts, Sheet Metal Screws, 
in most-wanted sizes, in 2” x 2” x 3” clear 

plastic boxes, are priced 59c per box. 
DraweRacks holding 5 boxes, each 59c, stack 

or mount for convenient shop use. Designed 

for, and widely accepted by, home work-shoppers, 
carpenters, contractors, small shops. 





DECI-PACK 


*"‘DECIMAL-PACKED" SCREWS IN DRAWER-TYPE BOXES 


Full line of standard Wood Screws, Machine Screws, 
Stove Bolts and Nuts, and Tapping Screws 

(Sheet Metal), for open shelf stock. Packed 100 

per box. Only 4 sizes of boxes for everything up to 
6” long. Can be ordered taped in strips of 10. 
Designed in response to numerous requests 

from the trade. 





TAPE-O’-SCREWS 


First offered as selected sizes of Chrome Brass 
Wood Screws in a Marine Assortment, at 

25c per tape, size printed on tape. Also available 
in full line of DECI-PACK (see above), 

10 screws per tape. Designed for store operators, 
to improve handling and selling of 

small quantities. 


imekekt 
AND 


SCREW CORPORATION 


Illinois 
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GUN CLEANING 
ESSENTIALS 


Outsell all thon | 


Display them prominent! y 


HOPPE’S products walk off with 
the top scores in both sales and 
profits in every state in the 
nation! Long-established user 
acceptance and trust . . . plus 
consistent national advertising 

. Keeps HOPPE the BIG name 
in gun cleaning. Display HOPPE 
products “up top” and “out 
front’ . watch your sales 
scores go up! 


FRANK A. HOPPE, INC. ¥ 
2314-A N. 8th St., Phila. 33, Pa. 


ASK YOUR JOBBER 


| FOR HOPPE’S 








the BIG name 
in Gun Cleaning 
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Kenberry GADGETS 
ARE PROFITABLE 


Sell Fast, Use 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counter 
bins for fastest self- 
service sales. Serving 
Tongs in many sizes, 
styles. Cheese Slicers. ee eee 
Jar Wrenches. Deluxe ™% BE 
Roast Rack. Skewers cial 

in all sizes. Lacing 

Pins. Plate Hangers. i Ria 
Potato Bake Rack. Seem 
Broom Clips. Food  # * 

Mixers. Beaters. Many 

other gadgets. 


More than 50 
Kenberry GADGETS 





FLEX-BLADE LIFTER & TURNER 
JOHN CLARK BROWN 'x<. 


Ask your jobber ONE MONTGOMERY ST. 





or write for list BELLEVILLE 9, NV. helonguaune 
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MOST PROFITABLE SASH CORD 
YOU CAN SELL! 


SPOT-CORD®—Solid braided, smooth finished, 
finest quality cotton, guaranteed free from imper- 
fections. Longest wearing sash cord made. 


SPOT-CORD 


replace sash cord 











BAGGED to keep it clean TAGGED to tell how to 


SAMSON CORDAGE WORKS, BOSTON, MASS. 
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Know your merchandise . . 
(Continued from page 45) 


boomerang and damage our reputa- 
tion. 

“For example,” Mr. Reinhardt 
says, “‘we’d rather sell a quality 
lock at a bargain that costs us $4 
than to chance making some money 
on so-called surplus stock value of 
questionable manufacture.” 

Mr. Reinhardt makes the point 
that while there are always bar- 
gain seekers around, considerable 
judgment must be made in the 
selection of bargain merchandise 
to offer this type of customer. 


Let's cut down returns 


Sales of sub-standard items, even 
at lowest prices, can mean a poten- 
tial loss (through defects and re- 
turns), besides endangering cus- 
tomer relations. Obviously if a cus- 
tomer has trouble with the bargain 
he may swallow his disappoint- 
ment, yet resent the firm that sold 
it to him. 


“Returns usually come from the 
buyers of quality merchandise,” 
says Mr. Reinhardt. 

“We want to sell the right equip- 
ment for the right job. Half-baked 
bargains can fire back and the cus- 
tomer winds up disgruntled, for- 
getting the fact he bought them at 
a rock-bottom price.” 

Such disservice may mean a de- 
mand for an exchange. Then there’s 
often the cost of extra labor in- 
volved in installation of the in- 
ferior materials. Many hardware 
and lumber dealers offer such buys 
with honest intent. Some have 
been pleased with the results trace- 
able to bargains, while others have 
been dismayed and disappointed. 

As Mr. Reinhardt’ explains, 
whether a bargain item justifies 
purchase depends on factors which 
require critical analysis before the 
merchandise is ever bought or 
offered for resale to the trade. 

“For example,” Mr. Reinhardt 
says, “the particular buyers of any 
sale item must be kept in view. 
Also, it isn’t wise to take on some 
item which has already been vigor- 
ously plugged by the competition. 

“On the other hand, if the piece 














Ten for the Money 


Dealer-Tested Profit-Makers — 
Spring, Summer, Fall, Winter 


WW Check your stock of Anchor Brand items now. 



































| | No. 593012 Hook 
and Eye Display Box 
COUNTER DISPLAY SELLS all- 


purpose, tamper-proof item, 
carded. 


| | No. 0110 Door 
Button 


FASTENER IS galvanized gray 
iron, in 12”, 134”, 2” sizes. 


a 


| | No. 1 Fish Scaler 
KNUCKLE-SAFE handle is angled 


away from sharp steel teeth. 


| | No. 5310 Titeline 
Clothesline Holder 


BOX TELLS ALL: colorful box 
holds 24 pieces with screws. 






































f 


| | No. 0178 Pulley 
POPULAR DOUBLE PULLEY for 


awning or tackle, swivel eye, 
iron, V2 a" 3%”, 1 i ly”, , A 


| No. 440 Davis 
Oarlock 


DROP-FORGED STEEL Horn can 
be turned down out of the way 
when not in use. 



































| | No. 162 Double | | No. 231 Open End | | No. 7 Snap Assort- 


End Snap Snap ment Display Box 
MEDIUM WEIGHT in cast malle- MULTI-PURPOSE: cast iron, 32% RIGHT IN VIEW, brass, bronze, 
able iron is 31%” over-all, has long, ¥%” open eye, ring size. non-rusting snaps. 5 styles or 


V4” ring. Available in lightweight Also available in other sizes. sizes. 


No. 161; heavyweight No. 163. 





If your check shows this Anchor Brand stock is “up 
to snuff,” you’ve got “Ten for the Money.” North 
& Judd’s Anchor Brand convenience hardware is 
packaged to appeal, priced to sell. It’s a year- 
around profit-maker. If your check shows your 
stock is getting low, let your North & Judd jobber 
help you fill in. Keep sales steady as they go. 


aw 
NORTH|)JUDD 


Manufacturing Company 


New Britain 














| | No. 0550 Curry 
Comb 

TWO-WAYS HELPFUL steel curry 

comb has eight bars, mane comb 

with 34” teeth, red enameled 

wood handle, 








Connecticut 


New York ¢ Boston 
Minneapolis °* 


Philadelphia « Atlanta « 
St.Louis ¢ Dallas °* 


Jackson (Miss.) * 
Los Angeles « Sanfrancisco °* 


Buffalo © Detroit © Chicago 
Seattie * Montreal 


Want more facts? Circle 149, p. 51 
HARDWARE AGE, December 3, 1959 © 83 








SHARON Announces: 


A new approach to help the retail hardware dealer 
clean up his fastener department and modernize 
his fastener merchandising methods. 


This idea, already successfully field tested in 
selected areas will now be offered to the trade 
generally. 


Sharon’s modernization plan now gives the hard- 
ware retailer an opportunity to utilize his own present 
broken package stock in Sharon’s clean, compact, self priced, 
refillable merchandisers. The net effect is dealer profit on 
nickel and dime sales, quicker and more comprehensive 
service to the consumer, an overall saving in space, a 
gradual reduction in investment, and—in general—a cure 
for most of the headaches usual with this department. 


WRITE FOR DETAILS TO © 


SHARON BOLT & SCREW CO., INC., P.O. Box 239, Norwood, Mass. 
Gentlemen: 


Please furnish complete details on your modernization plan. 


Name__- 











Company 





Address 
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Know your merchandise . . 
(Continued from page 83) 


is a real find, a run on it may 
develop. Customers whom you have 
never seen before and whom you 
may never see again, May come in 
for the item. This is especially 
true if the item was featured in 
advertising. 

“This is a good argument for 
buying enough of the sale item in 
the first place. 

“While some of these people may 
show a high resistance to buying 
anything but the sale piece, it is 
poor business to tell them you’re 
fresh out. There is always the dan- 
ger some valued contacts may thus 
be lost through ill-will,” Mr. Rein- 
hardt says. 

The selection of bargain goods 
requires some _ study from. the 
standpoint of distribution. 


Displays for women 


For example, a piece of hardware 
which might appeal to a home 
mechanic may have no appeal for a 
building contractor, and the re- 
verse also is true. A blending is 
desirable. 

Lewis’ showroom is stocked with 
household and housewares items 
designed to attract women. Some 
of these items have small appeal to 
men, and vice versa. 

To combat this situation, dealers 
like Mr. Reinhardt often run a 
number of specials in a single pro- 
motion. 

Mr. Reinhardt feels strongly that 
the basis of selection of bargain 
buys should not be influenced by 
the dealer’s own preferences. These 
selections may be far from reflect- 
ing the needs of his customers. A 
staff conference is helpful in mak- 
ing selections, for broader opinion. 

In Mr. Reinhardt’s view, a bar- 
gain sale item is a form of institu- 
tional advertising. As such it can 
help keep your store name before 
customers or prospects. Most old 
or new customers are appreciative 
of the fact you’re passing to them 
the benefits of your greater pur- 
chasing power. In this. respect, 
good buys create invaluable good- 
will. @ End 



































...to help you sell more 
Sterling Halite Melting Crystals! 


This winter, it’s outdoor boards for Sterling Halite. And millions 
of people will see this big, colorful advertising campaign. The 
boards will be up for 60 days during the worst winter weather. 
They'll be up in major markets on highways and near shopping 
centers. Halite comes in 10-Ib. bags (6 to a bale), in 25-Ib. bags 
with carrying handle and in 100-lb. bags. To sell more—buy 
enough . . . so you won't run out. 





FREE: Folder of ‘‘Merchandising Ideas’ to help you sell more 
Halite all winter long. Send for it today. 





STERLING HALITE SALES SLANTS 

48.9% greater melting power than other snow and ice treatments at 30°F.! © Dissolves 46 times 
its own weight on snow or ice! © Most effective if spread while snow is falling or before freeze! 
© Breaks up ice and hard-packed snow by fast two-way action! © Use it under rear wheels of car! 











INTERNATIONAL SALT Co., INC., SCRANTON, PA. Boston + Buffalo + Charlotte 
Chicago © Cincinnati « Cleveland * Detroit « Newark * New York City « Philadelphia « Pittsburgh « St. Louis 
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i ian Convention Calendar 
TO 

AMERICAN 

STANDARDS! 


JEFFERSO Convention Check Lis 


Stocks the World's For complete details about the conventions listed by dates below use 
Largest Supply of 


the alphabetical! isting following this 
January -7 Home Improvement Products 
3-4 Witte Hardware Corp., Dealer Show, Chicago 


is quick check list. 
Show, St. Louis S Tennesse Retail Hordwore 


3-§ Ace Hardware Corp. Conver Assn., Nashville 
tion & Exhibit, Chicago -9 Oklahoma Hardware & Imple- 


11-13 Minnesota Retai! Hoardwore ment Assn., Oklahoma City 
Assn., Minneapolis - Our Own Hardware Co. Con- 
11-15 National Housewares Exhibit vention & Merchandise Show, 
Chicaao Minneapolis 
, : 17-19 Illinois Retail Hardware Assn. Virginia Retail Hardware Assn. 
Immediate Shipment! ; Sorinatteld Viewinia teach 
DISTRIBUTOR'S DISCOUNT 17-19 enn —— & Implement ae Hardwore Assn., Cleve- 
ssn. allas on 
vet i eVel thm athaliaatt haa | 17-20 Weed & Co. Blue Chip Dealer Connecticut Hardware. Assn. 
2 | Merchandise Show, Buffalo. N.Y. Bridgeport 
Stock Requirement! | 18-20 Western Retail Implement & C. Y. Schelly & Bro., Inc., An- 
: Hardware Assn.. Kansas City nual Spring Preview & Mer- 
Mo. chandise Show, Allentown, Pa. 
20-21 Supplee-Biddle-Steltz Co., Lawn, Arkansas Retail Hardware 
Garden and Outdoor Living Assn., Little Rock 
Show, Philadelphia California Retail Hardware 
CAP SCREWS 24 Conron, Inc.. Danville. Ill. & Assn., Western States WHard- 
(ALLOY AND Davenport lowa combined ware-Housewares Show, San 
STAINLESS STEEL) dealer show Francisco 
24-26 Albany Hardware & Iron Co. 14-16 Kentucky Retail Hardware Assn. 
Dealer Show, Albany, N. Y. Louisville 
24-26 Hibbard, Spencer, Bartlett & 14-16 Nebraska Retail Hardware 
Co. Merchandise Show & Con- Assn., Lincoln 
vention, Evanston, Ill. 14-16 Tri-State Hardware & Imple- 
sinniaes ante inieoaiins 24-26 Intermountain Assn. of WHard- ment Assn., Amarillo, Tex. 
wore & Implement Dealers. Salt 15-17 Pennsylvania & Atlantic Sea- 
(ALLOY AND HEXAGON KEYS Lake City board Hardware Assn., Harris- 
scamnnes erent) AND KITS ny ee ee a a a bura, Pa. 
Assn., Portland, Ore. 16-18 Michigan Retail Hardware 
25-26 American Hardware Supply Co., Assn., Grand Rapids 
Annual Merchandise Fair & 20-22 New England Hardware Deal- 
Stockholders Meeting,  Pitts- ers’ Assn., Boston 
burgh, Pa. 21-23 Alabama Retail Hardware 
United Hardware Distributing Assn., Birmingham 
Co. Annucl Convention & 21-23 Pacific Northwest Hardware & 
Spring Merchandise Show. Min Implement Assn., Portland, Ore. 
neapolis, Minn. 21-23 West Coast Hardware & House- 
26-27 |Indiana Retail Hardware Assn., wares Show, Los Angeles 
Indianapolis 21-23 West Virginia Hardware Assn., 
26-27 Van Camp Hardware & Iron Parkesburg 
Co. Spring & Summer Merchan- 23-25 Hardware Assn. of the Caro- 
SOCKET dise Show, Indianapolis linas Hardware & Housewares 
PIPE | 26-28 Missouri Retail Hardware Assn., Show, Charlotte, N. C. 
FLAT HEAD St. Louis 29 to New York State Retail Hard- 
SOCKET CAP SCREWS PLUGS 26-28 Mountain States Hardware & Mar. 2 ware Assn., Syracuse 
| Implement Assn., Denver 
| 27-28 George Krause Hardware Co., March 
YEON BUTTON HEAD Annual Dealer Show, Lebanon, 6 S. Federbush Co., Spring Deal- 
SOCKET CAP Pg. er Show, Lodi, N. J. 
SCREWS 30 to Louisiana-Mississippi Retail 7-16 American Toy Fair, New York 
Feb. 2 Hardware Assn., Baton Rouge, 22-24 South Dakota Retail Hardware 
Lo. Assn., Huron 
Write for 31 to Wisco Hardware Co., Annual April 


64-page Catalog today. Feb. 2 Merchandising School & Sales 


Ciew ta é 4: th Uni- 4-9 National Builders’ Hardware 
Try us on your next rush order! eae. al > Sa School "of Assn. Management Conference, 
Pommmeare Princeton, N. J. 


| May 
| February 15-17 Pacific Coast Conference of 
| 1-2 Wisconsin Retail Hardware Builders’ 


National Hardware 


Assn., Milwaukee. Association and the American 
SCREW CORPORATION 2-5 lowa Retail Hardware Assn., Society of Architectural Con- 
691 BROADWAY * NEW YORK 12, N.Y. Des Moines sultants, Portland, Oregon 


SPring 7-8400 
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convention shows conferences 




























































































Convention Calendar 
(Continued ) 
National Events 
American Toy Fair, March 7-16, Ho- 
tel exhibits at New Yorker and 
Sheraton-Atlantic, New York. 


Home Improvement Products Show, 


Feb. 5-7, Navy Pier, Chicago. Man- R 
agement office: 331 Madison Ave., 
New York 17, N. Y. 

National Builders Hardware Assn. 


Management Conference, April 4-9, 
Princeton, N. J. William F. Has- 


wares Manufacturers’ Assn., 1130 
Merchandise Mart, Chicago 54; 
Dolph Zapfel, executive secretary. 


well, 515 Madison Ave., N. Y. J 
National Housewares Exhibit, Jan. 11- 

15, Navy Pier & Drill Hall, Chicago. P asl 

Hotel Headquarters, Palmer House. fe 

Sponsored by the National House- ae 


Regional Events 


Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago 8, 36th An- 
nual Convention and Exhibit, Jan. 
3-5, Conrad Hilton Hotel, Chicago. 
Arthur Krausman, convention man- 
ager. 





Albany Hardware & Iron Co., Dealer 
Show, Jan. 24-26, at company ware- 
house, Broadway at Arch St., Al- 
bany 1, N. Y. 


American Hardware Supply Co., An- 
nual Merchandise Fair & Stock- 
holders meeting, Jan. 25-26 at com- 
pany offices, 41 Terminal Way, 
Pittsburgh. 


Conron, Inc., Combined dealer show, 
Jan. 24, at Masonic Temple at 
Davenport, Iowa, combined show 
for dealers from Indiana, Illinois 
and Iowa. 





S. Federbush Co., Paterson, N. J. 
March 6, Spring Dealer Show at 
Lodi Armory, Lodi, N. J. 


Hardware Assn. of the Carolinas 
Hardware & Housewares Show & 
Convention, Feb. 23-25. Hotel head- 


quarters at Charlotte Hotel, ses- Why have so many building supply and hardware dealers tagged Griffin 


sions and exhibit at Radio Center ‘6 ° oy 
; andle’ 
Auditorium, Charlotte. Martin F. as “A Good Line to H 


Kaelke, Box 6215, Charlotte 7, N. C. 





Because Griffin makes a product builders and architects respect; be- 
i s, “‘t’’-hinges, brackets 
Hibbard, Spencer, Bartlett & Co. 7th | C@uSe Griffin offers a complete line of hinges, straps, “‘t’”-hinges, brac 
Arnual Merchandise Show and Con- | and braces; because Griffin prices its product to offer the distributor a 
vention, Jan. 24-26, at company | good profit margin; because Griffin service is exceptionally quick and 
en ans gaat SE FTEee, dependable. Write today for complete information and the name of 
SS your nearest distributor. Griffin Manufacturing Company, 1515 Cherry 
Intermountain Assn, of Hardware & Street, Dept. 20, Erie, Pennsylvania. GRIFFIN HINGES 
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ELECTRIC 
GENERATING 
PLANTS 





GASOLINE 
ENGINES 





ELECTRIC 
PORTABLE 
POWER 
TOOLS 
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Convention Calendar 





Implement Dealers Convention, Jan. 
24-26. Hotel headquarters and ses- 
sions at Hotel Utah Motor Lodge, 
Salt Lake City. Leon L. Weeks, 308 
Bank of Idaho Bldg., Boise, Idaho. 


George Krause Hardware Co., Jan. 
27-28, Dealer Show at company 
offices. Lebanon, Pa. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 26-28. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver. Francis 
W. Reich, Box 73, Boulder, Colo. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 20-22. Hotel 
headquarters and sessions at Stat- 
ler-Hilton Hotel, exhibit at First 
Corps of Cadets Armory, Boston. 
Chester C. Putney, 665 Boylston 
St., Boston 16. 


North Coast Retail Hardware Assn. 
Convention, Jan. 24-26. Hotel head- 
quarters at Heathman Hotel, ses- 
sions and exhibit at Portland Ma- 
sonic Temple, Portland, Ore. Martin 
W. Danko, Route 12, Fife Saq., 
Tacoma, Wash. 


Our Own Hardware Co., Annual 
Stockholders’ Meeting and Mer- 
chandise Show, Feb 7-9, at general 
offices, 618 N. Third St., Minne- 
apolis. 


Pacific Coast Conference of National 
Builders’ Hardware Association 
and the American Society of Ar- 
chitectural Consultants, May 15-17, 
Sheraton Hotel, Portland, Ore. 
Frank D. Chown, 333 N. W. 16th 
Ave., Portland. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Feb. 21- 
23. Hotel headquarters and ses- 
sions at Benson Hotel, Portland, 
Ore. J. Malcolm Smith, 303 Empire 
State Bldg., Spokane, Wash. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
15-17. Hotel headquarters at Penn 
Harris Hotel, sessions and exhibit 
at State Farm Show Bldg., Harris- 
burg. J. Wayne Tisdale, 123 S. 
Third St., Harrisburg, Pa. 


C. Y. Schelly & Bro., Inc., 448 N. 16th 
St., Allentown, Pa., 7th Annual 
Spring Preview and Merchandise 
Show, Feb. 9-11, at Agricultural 
Exhibition Hall, Fair Grounds, Al- 
lentown, Pa. 


Supplee-Biddle-Steltz Co., Lawn, Gar- 
den and Outdoor Living Show, 
Jan. 20-21, at company Merchan- 
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dise Mart, 5th and Bristol Sts., 
Phila. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 14-16. Hotel 
headquarters, sessions and exhibit 
at Hotel Herring, Amarillo, Tex. 
R. B. Allen, 1409 Fourth Ave., Can- 
yon, Tex. 


United Hardware Distributing Co., 
Annual Convention & Spring Mer- 
chandise Show, Jan. 25-27 at Min- 
neapolis Auditorium, N. W. Diehl, 
General Manager. 


Van Camp Hardware & Iron Co., 401 
W. Maryland St., P. O. Box 1094, 
Indianapolis, Spring & Summer 
Merchandise Show, Jan. 26-27, at 
Indiana Theatre Exhibit Hall, In- 
dianapolis. 


Weed & Co., Blue Chip Dealer Mer- 
chandise Show, Jan. 17-20, at Stat- 
ler-Hilton Hotel, Buffalo. 


West Coast Hardware & Housewares 
Show of the Pacific Southwest 
Hardware Assn., Feb. 21-23, at 
Great Western Exhibit Center, Los 
Angeles. Otto H. Grigg, 1519 S. 
Garfield, Los Angeles 22, managing 
director. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 18-20. 
Hotel headquarters at Hotel Presi- 
dent, sessions and exhibit at Mu- 
nicipal Auditorium, Kansas City, 
Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


Wisco Hardware Co., Annual Mer- 
chandise School and Sales Show in 
cooperation with the University of 
Wisconsin School of Commerce. 
Jan. 31-Feb. 2. Headquarters at 
company offices and university 
campus. 


Witte Hardware Corp., Dealer Show, 
Jan. 3-4 at Chase Hotel, St. Louis. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters at Tutwiler Hotel, ses- 
sions and exhibit at Municipal Au- 
ditorium, Birmingham. A. B. Hill, 
2201 Highland Ave. South, Bir- 
mingham 65. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 14-15. Hotel head- 
quarters at Hotel Marion, sessions 
and exhibit at Robinson. Audito- 



































Now is the time for 


OVAL * POWR: -KORD HEAVY DUTY EXTENSIONS 


Boost your electrical supply business by stocking and DISPLAYING Royal 
“POWR-KORD” Extensions—the premium quality line that’s priced for 
volume and profit, too! Available in Black Rubber (2- and 3-wire, sizes 18 
thru 12), Red Rubber (2-wire, sizes 18 and 16), Yellow or Red 
Thermoplastic (2-wire, sizes 18 and 16)... all with molded-on 

caps and connectors... individually packaged. Rubber cord 

lengths 10’ to 100’; vinyl 25’ to 100’. 





Order from your wholesaler: 
he has “POWR-KORDS” in stock. 


ROYAL ELECTRIC CORPORATION 


PAWTUCKET, RHODE ISLAND 
ELECTRIC in Canada: ROYAL ELECTRIC COMPANY (QUEBEC) LTD. 


+ an associate of of beng Pointe-Claire, Quebec. 
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TWO-WING 
SPRING TYPE 


FINE QUALITY and SKILLFUL WORK- 
MANSHIP are the distinguishing fea- 
tures of Arro Toggle Bolts. 


This well made toggle bolt makes fast- 
2ning to tile, plaster, wall board, or any 
ype of hollow construction, quick and 
sure. Its lively spring, when released, 
spreads the steel wings into open position 
—tightening develops maximum holding 
power. 


Used extensively by electricians, plumbers, 
decorators, maintenance men, sign men 
and many other tradesmen. 


SCREW HEAD STYLES 
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" TUMBLEHEAD 
GRAVITY TYPE 


to fasten work securely 
against hollow walls. 





RIVETED HEAD 
STUD BOLT TYPE 
Falls into open po- 
sition by gravity. 
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ANCHORING AND DRILLING DEVICES 
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TOGGLE BOLT 
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ARRO-CORE MASONRY DRILL 


ARROFIUTE CARBIDE MASONRY DRILL 
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FOUR-FLUTE HAND STAR DRILL 
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FOUR-FLUTE DRILL POINT 
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TWIST DRILL POINT 





RUBBERGRIP DRILL POINT HOLDER 
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LITTLE MAJOR TURNBUCKLE 
DISTRIBUTORS: 


This Advertisement Appears 
in Leading Publications Di- 
rected to Your Customers 


ARRO EXPANSION BOLT COMPANY 


Dept. H, P. O. Box 388, Marion, Ohio 
Want more facts? Circle 156, p. 51 
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rium, Little Rock. Tom R. Pinck- 
ney 1014% Main, Little Rock. 


California Retail Hardware Assn., 
Western States Hardware-House- 
wares Show, Feb. 14-16. Hotel 


headquarters and sessions at Hotel 
Whitcomb, exhibit at Brooks Ex- 
hibit Hall & Civic Center, San 
Francisco. Krueger B. Jacobsen, 
122 Ninth St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 10. Hotel Headquarters 
and sessions, Stratfield Hotel (Rose 
Room), Bridgeport. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 17-19. Hotel head- 
quarters and sessions at Leland 
Hotel, Springfield. William F. 
Ewart, 1451 Merchandise Mart 
Plaza, Chicago 54. 


Indiana Retail Hardware Assn. Con- 
vention, Jan. 26-27. Hotel head- 
quarters and sessions at Sheraton- 
Lincoln Hotel, exhibit at Indiana 
Theatre Ballroom, Indianapolis. 
W. J. Sheely, 4120 N. Keystone, 
Indianapolis. 


Iowa Retail Hardware Assn. Conven- 
tion, Feb. 2-5. Hotel headquarters 
at Savery Hotel, sessions and ex- 
hibit at Veterans Memorial Audi- 
torium, Des Moines. Philip R. 
Jacobson, 520 W. 35th St., Des 
Moines 12. 


Kentucky Retail Hardware Assn. 
Convention, Feb. 14-16. Hotel head- 


quarters, sessions and exhibit at 
Kentucky Hotel, Louisville. Ed- 
ward Keiley, 501 Republic Bldg., 
Louisville 2. 

Louisiana-Mississippi Retail Hard- 
ware Assn. Convention, Jan. 30- 
Feb. 2. Hotel headquarters, ses- 


sions, and exhibit at Capitol House, 
Baton Rouge, La. David O. Mans- 
field, Box 1696, Jackson, Miss. 


Michigan Retail Hardware Assn. Con- 


vention, Feb. 16-18. Hotel head- 
quarters and _ sessions at Hotel 
Pantlind, exhibit at Civic Audito- 
rium, Grand Rapids. Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 
Minnesota Retail Hardware Assn. 


Convention, Jan. 11-13. Hotel head- 
quarters, sessions, and exhibit at 
Leamington Hotel, Minneapolis. 
C. J. Christopher, 3033 Excelsior 
Blvd., Minneapolis 16. 


Missouri Retail Hardware Assn. Con- 
vention, Jan. 26-28. Hotel head- 
quarters, sessions, and exhibit at 
Chase Hotel, St. Louis. Art Ray- 
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mond, 2311 Hampton Ave., St. 
Louis 10. 


Nebraska Retail Hardware Assn. 
Convention, Feb. 14-16. Hotel head- 
quarters and sessions at Hotel 
Cornhusker, exhibit at Pershing 
Municipal Auditorium, Lincoln. 
Frank Capalino, 325 Insurance 
Bldg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 29-Mar. 2. 
Hotel headquarters and sessions at 
Hotel Syracuse, exhibit at Onan- 
daga County War Memorial, Syra- 
cuse. Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


Ohio Hardware Assn. Convention, 
Feb. 7-10. Hotel headquarters and 
sessions at Sheraton-Cleveland Ho- 
tel, exhibit at Cleveland Public Au- 
ditorium. John B. Conklin, 1540 W. 
Fifth Ave., Columbus. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 7-9. Hotel 
headquarters and sessions at Okla- 
homa Biltmore, exhibit at State 
Fairgrounds, Oklahoma City. Wil- 
liam B. Ruxlow, 607 N. Dewey 
Ave., Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, Mar. 22-24. Hotel head- 
quarters and sessions at Marvin 
Hughit Hotel, exhibit at Huron 
Arena, Huron. Harris T. Benson, 
2108 S. Western Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 6-8. Hotel head- 
quarters, sessions, and exhibit at 
Andrew Jackson Hotel and Hermit- 
age, Nashville. R. J. Parish, Box 
784, Nashville. 


Texas Hardware and Implement Assn. 
Convention, Jan. 17-19. Hotel head- 
quarters and sessions at Statler 
Hilton Hotel, exhibit at Dallas Mc- 
morial Auditorium, Dallas. R. M. 
Souder, 1108 Gibraltar Life Bldg.., 
Dallas 1. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 7-9. Hotel headquar- 
ters, sessions, and exhibit at Cava- 
lier Hotel, Virginia Beach. G. T. 
Omohundro, Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters, sessions, and exhibit at 
Chancellor Hotel, Parkersburg. 
James C. Fielding, 1628 McClung 
St., Charleston. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 1-2. Hotel head- 
quarters and sessions at Hotel 
Pfister, Milwaukee. H. A. Lewis, 
Stevens Point. 
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of bright wire hardware 
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q Three color, 10” x 
134%” metal dis- 
play panels avail- 
able with Hindley 
Eye Bolts, “U”’ 
Bolts and Turn- 
buckles. 


No. 514A No. 600 No. 700 


P-10 Plumbing Assortment >> 


The most wanted plumbing repair parts packaged 
in a handsome metal display box. Individual refill 
cartons in convenient small quantities also available. 











Hindley Cotter Pins 

Precision made in a wide variety of | 
metals, shapes and sizes, from \4,” to 
142” diameters. l 


DVD 





BUY THROUGH 
YOUR WHOLESALER 
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Since 1897 Cumberland, Rhode Islanc 














WIRE HARDWARE * COTTER PINS - PLUMBING SPECIALTIES. is 
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Skil is getting... <4 





SKIL SHARE OF MARKET 19% BIGGER! 


TURNOVER SUCCESS OF 500 LINE RESULTS IN SIMILAR GAINS BY SKIL DEALERS 


Latest industry figures reveal that during the Ist six 
months of 1959 Skil’s already enviable share of the power 
tool market increased by a full 19%. And—judging by 
the volume of orders coming in from all over the country 
—this is sure to be the biggest sales year in Skil history. 

How about you? Will this be your “biggest year ever’’ 
in power tool sales? 

Chances are it will if you are one of the thousands of 






dealers who took advantage of Skil’s all-out marketing 
plan based on the 500 Line ‘‘turnover’’ concept. It is 
this short line of faster selling power tools for higher 
dealer profits that made the 19% increase possible. 

Don’t wait another day! Find out now how you can cut 
yourself a bigger slice of the 1960 power tool market 
with fast-selling Skil and Skilsaw Power Tools! 

Call your wholesaler or Skil representative, today! 


SKIL CORPORATION 


5033 North Elston Avenue, Chicago 30, Illinois 
Want more facts? Circle 158, p. 51 
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How's the Hardware Business? 


Industrial supplies, 
machinery orders dip 








Wholesaler is essential in today's distribution 
chain says National Assn. of Credit Management 


The wholesaler is an essential 
part of today’s distribution chain, 
and continues to provide vital 
services to the manufacturer and 
his customers. Retailers’ benefits 
to the community can be traced to 
the wholesaling system. 

John B. Moran, executive vice- 
president of the National Associa- 
tion of Credit Management, thus 
cites the wholesaler as being vital 
to our economy and the “greatest 
insurance for the continuation of 
small business.” 

Mr. Moran wrote in the asso- 
ciation’s monthly busines letter to 
members, “It is time for someone 
to come to the aid of the whole- 
saler. Let us liquidate for all time 
any idea that the wholesale opera- 
tion is a needless business enter- 
prise.” 

Discussions about the need of 
aiding small business are a waste 
of time, he stated, if predicated 
on the misconception that one way 
to help would be to eliminate 
wholesaling. 

The wholesaler came into being 


because retail stores needed such 
an institution, Mr. Moran points 
out, for service to customers and 
the development of maximum 
profitable sales volume for deal- 
ers. 

Mr. Moran mentioned many ex- 
amples of the vital services the 
wholesaler performs for the retail 
merchant. Through promotional! 
aids, counsel on costs and mark- 
ups, displays, advertising and 
store layout, to name just a few, 
the wholesaler provides a service 
that other organizations could not 
provide as economically. 

In reversing the picture, Mr. 
Moran asked consideration of 
what the situation would be if 
the average small manufacturer 
had to provide its own distribu- 
tion methods for supplying thou- 
sands of retail outlets. This is the 
function of the wholesaler. 

Mr. Moran said that “no greater 
contribution can be made to the 
maintenance of small business 
than to continue and expand the 
services of the wholesaler.” 
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| | New Order Index—July 1948-100 
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Manufacturers’ New Merchandising Plans 


Mirro mold sets for 
Valentine Day sales 


Two 9-piece heart mold _ sets 
have been readied for a February 
Valentine Day promotion by Mirro 
Aluminum Co., Manitowoc, Wis. 

The sets are offered in polished 
natural or copper-tone finishes. 
Each set has a large serving heart 
mold, plus eight smaller molds for 
individual servings. The large 
molds have hang-up rings. Both 
sets are packaged in display-win- 
dow boxes. 

For tie-in with Mirro’s promo- 


tion, dealers are offered two-col- 
umn newspaper mats and sale ban- 
ners for windows. Retail prices: 
$1.49 for natural finish; $2.29 for 
copper-tone set. 


Rapidayton promotes 
private water systems 
Rapidayton Div., The Tait Man- 
ufacturing Co., Dayton, Ohio, is 
making available to dealers an en- 
velope stuffer on the advantages of 
a private water system. 
The promotional piece “Your 
(Continued on page 94) 





1957. 1958 1959 





New orders for industrial sup- 
plies and machinery declined in 
September by 2.4 percent from 
those placed in August, reports the 
American Supply & Machinery 
Manufacturers’ Assn. 

The new order index in August 
was 212 (1948 = 100), and dipped 
to 207 in September. The index 
in September 1958 was 178. 

The index’s high point this year 
was in March when it hit 221, 
matching the record set in January 
1957. The index has_ dipped 
slightly. In April and May the 
index was at 218, and fell to 212 
in June. The index rose to 216 in 
July. 


industrial sales gain 
19 percent in ten months 


Industrial hardware sales for the 
first ten months were 19.4 per- 
cent ahead of the same months in 
1958, the National Industrial Dis- 
tributors’ Assn. reports. 

October sales were up 5.3 percent 
from September this year, and up 
7.9 percent from October last year. 

Accounts receivable as of Oct. 31 
were 16.7 percent ahead of the 
same date a year ago. Inventory 
on Oct. 31 was 3 percent ahead of 
last year. 


1960 American Toy Fair 
increased to ten days 

The 57th American Toy Fair will 
be extended to ten days in 1960. 
The Toy Fair this year was held 
over a six day period. 

The Fair will open on Monday, 
March 7 and close on Wednesday, 
March 16. 
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You make more 
money in 
“Housewares” 
with 

Bassick Casters 
on display 





‘ 


Store displays or Bassick counter 
displays (ask your jobber for 
HD-10) urge customers to try, and 
to buy casters and glides. Broad line, 
Bassick quality assures satisfied 
customers. THE BASSICK COMPANY, 
Bridgeport 5, Conn. In Canada: 
Belleville, Ont. 9.4 
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Manufacturers Promotions 


(Continued from page 93) 





own private water system serves 
you best,” helps dealers in com- 
petitive situations with other types 
of water supply. Fresher water, 


greater economy and more free- 
dom to select a well site are among 
the advantages featured. 

As a tie-in with the promotion, 
Rapidayton consumer ads in 1960 
will carry the line “Your own 
water system serves you best.” 


Proctor promotes June 
bride home gifts on TV 

Proctor Electric Co., Phila., has 
signed an agreement with NBC to 
sponsor a TV spectacular to pro- 
mote June bride home gifts. 

This program is part of Proc- 
tor’s 10-year plan to aim its ad 
messages to over 33 million war 
babies who will come of marriage- 
able age during this period. 

The TV program, a Jerry Lewis 
spectacular, is scheduled for Fri- 
day night, May 20, 1960, and will 
feature all the new Mary Proctor 
lines. 


Remington introduces its 
1960 line of chain saws 

Remington Arms Co. is intro- 
ducing its 1960 line of chain saws 
with a campaign aimed at the 
consumer on the national and 
local level. 

Ads placed with consumer mag- 
azines, newspapers, radio and TV 
are designed to tie-in the local 
dealer with the campaign. 


Toy industry reports 
1959 to be banner year 


Orders and shipments of toy 
producers so far this year indicate 
that 1959 will top sales records for 
the industry, reports the Toy Man- 
ufacturers of the U. S. A., Inc. 

Shipments by association mem- 
bers during the first nine months 
of 1959 were 10.5 percent larger 
than for the same period in 1958. 

The prospects for a record year 
are based on the considerable in- 
crease in orders received since 
mid-year. During the third quar- 
ter, normally the peak period, or- 
ders exceeded last year’s by 16.3 
percent. 

The estimated retail volume for 
1959 will probably reach an all- 
time high of $1,650 million. 


Home builders told to 
“test live" their houses 
Pre-testing a house before mar- 
keting was one of the market re- 
search techniques urged upon 
some 150 builders at a recent mar- 


keting seminar at the National 
Housing Center in Washington, 
D. C. 


In other words, builders should 
let typical families live in the 
newly designed homes, before 
going ahead with construction of 
a whole development. 

Dr. William T. Kelley, associate 
professor of marketing, Univer- 
sity of Pennsylvania, urged at- 
tending builders to suit house de- 
sign to what customers want in 
their home, as opposed to strictly 
architectural considerations. 

Dr. Kelley explained that each 
builder should try to determine 
through research, whether or not 
a newly developing style in homes 
is becoming a fashion and how 
soon it will hit his area. 


Illinois writes plastic 
pipe into plumbing code 


The state of Illinois has ap- 
proved the use of plastic pipe and 
fittings for certain specified appli- 
cations in a_é recently - released 
plumbing code. 

Specifying that plastic pipe and 
fittings carry the approval of the 








Don't let 
customers worry 
you a bit" with 
demands for out 
of stock items. 
Get ’em fast... 
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IT'S THERE IN HOURS... 
AND COSTS YOU LESS! 


24 HOUR SERVICE...7 DAYS A WEEK... {~777~7-7-"7~--"~7j 








MAIL COUPON TODAY! 
HOLI DAYS T00 | i The Greyhound Corporation 
» Your packages go anywhere Greyhound i Dept. L12 J 
goes...and Greyhound goes over a million milesa_ J Siiccns 3 ‘ae - i 
day! That means faster, more direct service to more Jj Plesce send me comolete information on i 
areas, including many places not reached by other i how Greyhound Package Express can help | 
; j solve my shipping problems | 
public transportation. 
i Name i 
Packages get the same care as Greyhound pas- é Title i 
sengers...riding on dependable Greyhound buses §f ¢;..., name i 
on their regular runs. And you can specify C.0.D., Jj pctiiness i 
Collect or Prepaid. ! 
Call your nearest Greyhound bus station or write to | Telephone No. 4 
Greyhound, Dept. L12, 140 South Dearborn St., Chicago 3, 11. Mp eum cums cee es es es ee ee ee ee ee ee ee es es 
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ALUMINUM 


HARDWARE 


RUST-PROOF 
in BRASS, 


BRONZE 
or ALUMINUM 
FINISHES 





2 





LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 
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¢ smart, self-selling packages 
and displays 


e free seiling aids & ad mats 
e national consumer advertising 
¢ weatherproof, resilient, 


long-wearing 


Best buy for sales 
and profits. 500 ft 
of inner-Seal in 
rithm a 
chandiser Precision 
marked for easy 
measuring Also 
available in Deluxe 
White 


sae | $50.00 
(10¢ per 
foot) 


DEALER 
COST 


DEALER 
PROFIT 


YOUR BEST DEAL — INNER-SEAL 


BRIDGEPORT FABRICS, INC. 
Bridgeport, Connecticut 
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National Sanitation Foundation, 
the code grants acceptance for: 
house or building service connec- 
tions, drainage and _ vent-piping 
within the building, and cold-water 
piping systems outside the building 
walls or foundations. 

The NSF Seal of Approval must 
appear on all plastic pipe and fit- 
tings used as specified. 


More small businesses 
receive loans from SBA 


A total of 287 small business 
loans were made during October by 
the Small Business Administration. 

This was a decrease from the 
316 loans approved in September, 
and 533 loans granted in October 
a year ago. 

On a cumulative basis, 17,749 
loans were granted since the be- 
ginning of SBA’s financial assis- 
tance program originated in 1953. 

The SBA _ report on_ business 
loans approved in October, release 
No. 547, includes seven to hard- 
ware dealers. Following are the 
locations of the dealers and 
amounts of loans: 

A dealer in Alabama with seven 
employees, $60,000 

A dealer in Alaska with one em- 
ployee, $15,000 

A dealer in California with two 
employees, $10,000 

A dealer in Georgia with two 
employees, $12,000 

A dealer in Minnesota with one 
employee, $5,000 

A dealer in Tennessee with eight 
employees, $75,000 

A dealer in Texas with four em- 
ployees, $6,500 


ICS course aims to 
boost wallpaper sales 


A course in wallpaper merchan- 
dising to increase dealer sales is 
being offered by the International 
Correspondence Schools, Scranton, 
Pa., in cooperation with the Wall- 
paper Council. 

The home-study course for 
salesmen is based on six ICS in- 
struction texts and the textbook, 
“Selling Wallpaper.” Training 
area covers rudiments through cus- 
tomer motivation and advanced 
selling techniques. 





Furniture dealers vote 
to support Fair Trade 


The National Retail Furniture 
Association has voted to support 
the enactment of the Fair Trade 
Law, according to the Bureau of 
Education on Fair Trade. 

This is a reverse of its previous 
stand. Some months ago during 
hearings on the Harris National 
Fair Trade Bil!, the association 
opposed Fair Trade. 

The NRFA reversal follows a 
recent balloting when 65 percent 
of its members voted in favor of 
Fair Trade. 

This reversal also follows a re- 
cent switch in position by the Gro- 
cery Manufacturers of America. 
The association first opposed pas- 
sage of the bill, but later voted to 
withdraw its opposition and re- 
turn to its position of neutrality 
of this issue. 


Manufacturers expand, 
move to new facilities 


Allegretti & Co. has opened a 
new 50,000 sq ft manufacturing 
plant in North Hollywood, Calif. 

Lyon Metal Products, Inc., has 


purchased a 160,000 sq ft manu- | 


facturing plant on the West Coast, 
18 miles from downtown Los An- 
geles. 

Dayton Industrial Products Co. 
has opened a new 20,000 sq ft 
warehouse and regional office 
building in Cincinnati. Ground 
was broken at the same time for a 
13,000 sq ft warehouse next to the 


new brick and concrete structure. | 

Federal Tool Corp. has com- | 
pleted the addition of a two-story, | 
40,000 sq ft section to its plant in | 


Chicago. 

Hy-Ko Products Co. has made a 
5,000 sq ft addition to its main 
plant in Cleveland. 


Business failures up 


Business failures for the week 
ended Nov. 12 were 285 or 20 more 
than the 265 recorded for the 
previous week, and also 11 more 
than recorded for the same week 
a year ago. Business failures to 
date in 1959 are 12,672, down 
1,058 from the same period last 
year. 


Want more facts? Circle 163, p. 51 > 
























oe © 5 AR Re OH > Oe OR OR 
CBee CR eR eK Reh Oe Se ee 
ee eer ee ee 
eh ees 
a 
ee ee 
a 
sree 


ee ee Be 


eo 2 








NOW... 


Display Changeover is Easy! 

















Modernize a step at a time—anytime 


with Heller [A] (D) [D}-(O} IN) Units 


Je Low in cost Xe No lost sales time 
Xe Easy to handle = Je Strong wood construction = 
section by section heavy load carrying 
capacity 


x Maximum display from 
every foot of fixture Je Wall and Floor units 


(A) (D) (D)-(0) IN) Display Fixtures enable you to modernize your 
store economically, step by step . . . now, tomorrow and in years to come. 
And best of all, there’s no need to close your doors during remodeling! 
No work crews—you can do it yourself. Each handy, pre-fit ADD-ON 
unit can be easily assembled in 30 minutes. You can install an 8 ft. wall 
section for as little as $110.75. 

ADD-ON units always match—and can be customized by Heller to fit your 
space needs right down to the last quarter inch. 

Compare ADD-ON units with any fixtures on the market today. You'll find 
them lower in cost—and more economically expandable—than any other 
units available, including locally-built units. 


W. C. HELLER & COMPANY @ MONTPELIER, OHIO 
Gentlemen: | am interested in ADD-ON units for low-cost 
modernization, step by step. Please send complete details. USE THIS 


COUPON TODAY 


NAME 





STORE NAME 





ADDRESS 





CITY 








STATE 








MONTPELIER, 
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News About Dealers: Central Hardware Plans 
6th Store in St. Louis, Mo., Shopping Area 








This artist's sketch depicts the design idea for Central Hardware 
North, the sixth store that will be opened by Central Hardware 
Co. in the St. Louis area. The building will have 40,000 sq ft of 
selling area; 25,000 sq ft of storage space and a 150-seat audi- 





torium. 
St. Louis, CENTRAL 
HARDWARE NORTH is. the 


name of a new 40,000 sq ft 
store that will be built soon 
in a 100-acre shopping center 
adjoining the Hathaway 
Manor development on the 
south side of Highway 66. 
The store is the sixth one for 
Central Hardware Co. in the 
St. Louis area. An audito- 
rium for public use, seating 


150 people, is planned for the 
structure that will also have 
25,000 sq ft of storage area. 
An enclosed area for outside 
selling is designed in a patio 
style and contains 5,000 sq ft. 
This store will be self service 
with a central check out sys- 
tem of 10 lanes. The area 
will have parking space for 
700 cars at a time. 
(Continued on page 101) 





Simoniz Div. Names 
General Sales Manager 


Arthur F. Connolly, former 
sales manager, has been ap- 
pointed general sales man- 
ager, Simoniz Products Div., 
Simoniz Co., Chicago. 

Mr. Connolly joined the 
firm in 1954 and became as- 
sistant sales manager in 1957. 


New Yale & Towne Line 


Yale & Towne’s lock and 
hardware division has pur- 
chased the inventory, tools, 
dies and patents of the 
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Hydro-Hinge lines from 
Bakewell Products Co. Hy- 
dro-Hinges will now be man- 
ufactured and marketed by 
this division of Yale & Towne 
Mfg. Co., White Plains, N. Y. 


C. J. Hunt Appointed 


Chester J. Hunt, former 
account executive, has been 
named publicity and _ field 
sales promotion manager for 
Youngstown Kitchens Div., 
American Radiator & Stan- 
dard Sanitary Corp., War- 
ren, Ohio. 


3, 1959 


Clinton Engines Corp. 
Elects Karl Mueller 


Karl W. Mueller, former 
executive vice-president, 
Crown Cork & Seal Co., Phil- 
adelphia has been elected 
president of Clinton Engines 
Corp., New York, N. Y. 

Mr. Mueller succeeds Da- 
vid B. Charnay who was 
elected chairman of the board 
last August. 

In another move, Don L. 
Kaufman, former sales ser- 
vice troubleshooter, has been 
appointed service manager 
by Clinton. 





KARL W. MUELLER 








RICHARD 8S. BRODERICK 
R. S. Broderick Joins 
Supplee-Biddle-Steltz 
Richard S. Broderick, for- 


mer sales manager, Franklin 
Hardware and Supply Co., a 
Warrington, Pa., dealer- 
owned wholesale hardware 
company, has joined the Sup- 
plee-Biddle-Steltz Co., Phila- 
delphia wholesaler, as a sales 
representative. 


Bandy Ends 42 Years 
With Beck & Gregg 


Charles W. Bandy, secre- 
tary and credit manager, re- 
tired Oct. 30 from Beck & 
Gregg Hardware Co., At- 
lanta, Ga., wholesaler, after 
42 years with the firm. 

Hugo Bonner, credit man- 
ager of city sales and former 
assistant to Mr. Bandy, as- 
sumes additional duties in 
the credit department. 


Borg-Warner Division 
Elects Executive V-P 


M. R. MecLary has been 
elected executive vice-presi- 
dent and manager of the In- 
gersoll Products Div., Borg- 
Warner Corp., Chicago, Ill. 

He started with Ingersoll 
Products in 1952 as chief en- 
gineer and advanced to other 
managerial assignments. 





Dates Announced For 
Wholesalers’ Shows 


S. Federbush Co., 
Paterson, N. J., March 
6, Spring Dealer Show 
in Lodi Armory, Lodi, 
N. J. 





Frankfurth MHard- 
ware Co., Milwaukee, 
Jan. 31-Feb. 1, Mer- 
chandise Clinic and 
Show at Milwaukee 
Auditorium. 





Witte Hard- 
ware Corp., St. Louis, 
Jan. 3-4, Dealer Mer- 
chandise Show at Chase 
Hotel, St. Louis. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
Calendar beginning on page 
86. 
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Thermometer Corp. Now 
Springfield Greene 


Thermometer 
America, Springfield, Ohio, 
has changed its name _ to 
Springfield Greene _ Indus- 
tries, Inc. The name change 
has been made because of 
company plans to diversify. 

The former company 
name of Thermometer Corp. 
of America will now be used 
to identify only one division 
of the new setup. Another 
division has already been 
created in a field outside the 
hardware industry. 

Officers of the new corpo- 
ration are: Henry C. 


Corp. of 


Greene, president; A. E. 
Schillhahn, vice-president 
and treasurer; C. L. Faulk- 
ner, Garth Q. Briggs, R. D. 
McManus, vice-presidents; 
John W. Christensen, secre- 
tary and general counsel. 
W. R. Bookser is assistant 
secretary. 


Schmiedell Becomes 
Central Garden Supply 


Schmiedell & Co., San 
Francisco wholesaler, will be 
known as Central Garden 
Supply after Jan. 1, 1960. 

The corporate structure 
and management personnel 
remain the same. 





Southern Hardware Golf Association Elects 
Wallace President; Sutlive Wins Shovel 


The fourth annual outing 
and golf tournament of the 
Southern Hardware Golf 
Assn. took place at the Mid- 
Pines Club, Southern Pines, 
N. C., from Oct. 29-31. 

Charles M. Sutlive, Pitts- 
burgh Screw & Bolt Corp., 
Pittsburgh, Pa., won the 
championship flight and the 
Southern Hardware Golf 
‘*Shovel’’ championship re- 
volving trophy. Harry W. 
Jernigan, Jr., Jernigan 
Hardware Co., Augusta, Ga. 
wholesaler qualified as a 
medalist. 

J. J. Wallace, Clemson 
Bros., Middletown, N. Y., 
former first vice-president of 
the group, was elected presi- 
dent at a dinner meeting. 
He succeeds C, E. Hamilton, 
Odell Hardware Co., Greens- 
boro, N. C., who was elected 
chairman of the executive 
committee. 

Other officers elected for 
the coming year are: 

First vice-president, Worth 
B. Plyler, Monroe Hardware 
Co., Monroe, La. 

Second vice-president, H. 
A. Stevens, True Temper 
Corp., Cleveland, Ohio. 

Secretary, H. M. Worth- 


ington, H. L. Worthington 
Co., Garrison, Md. 

Executive committee mem- 
bers elected for three years 
are C. H. Dunning, Clemson, 
Bros., Middleton, N. Y.; R. 
W. Woody, Roanoke Hard- 
ware Co., Roanoke, Va.; and 
Ralph E. Kirby, Southern 
Hardware Magazine, At- 
lanta, Ga. 

The flight winners 
runners up were: 

First, G. Sutlive, H. Jerni- 
gan. 

Second, W. Dixson III, L. 
Barnard. 


and 


Third, W. Higgins, H. 
Webster. 

Fourth, L. S. May, A. 
Hally. 

Fifth, W. Elkenberry, J. 
Butcher. 

Sixth, W. Warnell, W. 


Perkinson. 
Seventh, M. Campbell, J. 
Jacques, 


Eighth, H. Kennan, W. 
Sewart. 

Ninth, R. Hanson, A. P. 
Henricks, Sr. 

Tenth, R. Erving, M. 
Bond. 

Eleventh, E. Bradford, W. 
Gillespie. 


Twelfth, W. 
P, Henricks, Jr. 


Dittman, A. 








Ernest and Don Amery Buy Stock, Interests 
Of Amery & Sons, Inc., 


Hardware Wholesaler 


HUTOMMIVE « SHOP 4 


Here are the new owners of Amery & Sons, Inc., a Walla Walla, 


Wash., wholesaler, and four of five salesmen. 
Connick, 


McAllister, salesman; Elwyn 


Left to right: Joe 


salesman; Ernest Amery, 


president and general sales manager; Don Amery, vice-president 
and sales manager; Harold Day, salesman; and Mack Coultas, 


salesman. 


Ernest Amery and his son 
Don have purchased all in- 
terests and stock of Amery 
& Sons, Inc., a Walla Walla, 
Wash., family-owned whole- 
sale distributor. 

Ernest Amery, former sec- 
retary-treasurer and general 
sales manager, has_ been 
elected president and general 
manager, succeeding Fred 
Amery. He had held his for- 
mer post since 1931. 

Don Amery, former assis- 


tant sales manager, has been 
elected vice-president and 
sales manager. He joined the 
firm in 1956 after serving 
as manager of a retail hard- 
ware store in Pasco, Wash., 
owned by Fred and Ernest 
Amery. 

Mrs. Ernest Amery was 
elected secretary-treasurer. 

The business was started 
in 1882 by Thomas Amery, 
father of Fred and Ernest. 
It became a wholesale firm 
in 1931. 





Liberty Retail Group 
Increases Membership 


The executive committee 
of Liberty Retail Stores, 
Inc., Philadelphia, Pa., has 
agreed to increase its mem- 
bership from four to seven 
dealers to increase dealer 
participation in policy for- 
mulation. 

The group met Nov. 3 to 
complete plans for Liberty’s 
mid-winter advertising pro- 


gram. Liberty Stores are 
sponsored by the Supplee- 
Biddle-Steltz Co., Philadel- 


phia wholesaler. 


Washburn Names 


Hal S. Gordon has been 
appointed to handle sales of 
Androck products to national 
chain stores for Washburn 
Co., Worcester, Mass. His 
headquarters are at Worces- 
ter. 
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CHARCOAL ¢e GREEN 
NATURAL (TAN) 
INDIAN IVORY «+ ROSE 


POR-O-POR CO. of FLORIDA 
MOUNT DORA, FLORIDA 
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News of the Trade 





brief reports of 
MANUFACTURERS SALESMEN 


@ Wilton Tool Mfg. Co., Schiller Park, Ill—Edward D. 
James from Philadelphia manager to regional manager 
of the newly-combined Philadelphia and metropolitan New 
York sales territories that also include eastern Pennsyl- 


vania, Maryland, Virginia, Delaware and the northern 
half of New Jersey. 
@ Greenlee Tool Co., Rockford, Ill—Gene Seymour to 


Nebraska, Kansas and Missouri from Merriam, Kan.; Bill 
Farley to Arkansas, Louisiana, Mississippi and Alabama 
with headquarters in Metairie, La.; Bill Brasmer to North 
and South Dakota, Minnesota, northern Wisconsin, Michi- 
gan’s upper peninsula and Iowa from Minneapolis. 


@ Atkins Saw Div., Borg-Warner Corp., Indianapolis, Ind. 
—Donald B. Matter formerly a sales and service engineer 
with industrial manufacturers to industrial sales repre- 
sentative in western New York area including Buffalo, 
Syracuse, Rochester, Utica and Elmira. 


@ Chase Brass & Copper Co., subsidiary of Kennecott Cop- 
per Corp., Waterbury, Conn.—Edward J. Finn from Mil- 
waukee district manager to central regional manager, 
succeeding the late W. C. Gram, from Cleveland, Ohio, 
headquarters. 


@ Lawn-Boy Div., Outboard Marine Corp., Lamar, Mo.— 
Phillip G. Chapple from American Sisalkraft Corp., to 
the northwestern part of the country; John M. Jansing 
from Chattanooga Royal Co. to the north central states. 


@ Bissell, Inc., Grand Rapids, Mich.—Glen F. Wilcox from 
United Silver & Cutlery Co., Los Angeles, Calif., to dis- 
trict sales manager of Los Angeles and southern California 
succeeding Norman M. Barbour who is retiring after 25 
years with the company. 


@ John W. Masury & Son, Inc., Baltimore, Md.—Hubert 
N. Lamb to represent the company in Indiana. 


@ Parker Mfg. Co., Worcester, Mass.—Douglas C. Cravens 
to North Carolina, South Carolina, Georgia, Tennessee, 


| Florida and Alabama. 


@ Millers Falls Co., Greenfield, Mass.—Divie Richard Riggs 
from Zonne Industrial Tool Co., Los Angeles, to San 
Francisco, Oakland and northern California area. 





news in brief of 


MANUFACTURERS AGENTS 


@ Ralph E. Miller, Kansas City, Mo—Ralph E. Miller, 
who has resigned as sales manager, Lazy Boy Lawn Mower 
Co., effective Jan. 1, 1960, will organize his own sales 
firm. He will represent Lazy Boy in Iowa, Nebraska, 
Missouri, Kansas, Oklahoma, Arkansas and Memphis, Tenn. 


@ H. Pfanstiel Hardware Co., Pearl River, N. Y.—Florida, 
Georgia, North Carolina, South Carolina, part of Tennessee 
and Cuba, Puerto Rico to G. D. Robertson, Atlanta, Ga.; 
Virginia, Washington, D. C., Maryland and part of Penn- 
sylvania to the B. F. Hamilton firm, Washington, D. C. 


@ Atkins Saw Div., Borg-Warner Corp., Indianapolis, Ind. 
—Nebraska, Kansas, Iowa and Missouri to Dietz Lusk, 
from Kansas City, Mo., headquarters. 


@ Russell, Burdsall & Ward Bolt and Nut Co., Port Chester, 
N. Y.—Northern Ohio to Paul Minarik Co., Rocky River, 
Ohio. 


@ Turnbuckles, Inc., Michigan City, Ind.—Michigan, Fort 
Wayne and Decatur, Ind. to Andersen-Baker Sales Co. 








—News of the Trade—————- 


Pump Manufacturers Plan Dealer Assistance 
Program at Dealer Development Seminar 


Wholesalers and dealers 
can expect a lot of help with 
their water system sales ef- 
forts in the coming year. 

A full day was devoted 
to presenting plans to this 
end for 1960 by the National 
Assn. of Domestic & Farm 
Pump Mfrs., Inc. 

The group kicked off its 
big two-pronged promotion 
program for 1960 (see HA 
Nov. 5, p. 139) with a dealer 
development seminar in Mil- 
waukee, Nov. 20. The second 
part of the program is pro- 
motion of Water Systems 
Month in May. 

The some 100 executives in 
attendance, representing 22 
of the 23 member companies, 
met the plans with enthusi- 
asm. The promotion aim: To 
help dealers and wholesalers 
make more money through 
more pump and water sys- 
tem sales. And, to guide the 
dealer in building his own 
prestige while building the 
prestige of the industry. 

A large industry potential 
was pointed up by Fred B. 
Hout, president of Barnes 
Mfg. Co., in his talk opening 
the seminar. A recent sur- 
vey shows that $126 million 
will be spent on water sys- 
tems next year. The poten- 
tial is much greater with the 
concerted industry effort in 
the making. 


Other speakers on the 


seminar agenda were: 


R. F. Webber, vice-presi- | 


dent of sales, Deming Co.; 


Sam A. Bunis, assistant gen- | 


eral sales manager, Goulds 
Pumps, Ine.; Joseph OC. 


Lowey, general manager of | 


sales, Clayton Mark & Co.; 
Jerome H. 
ing manager, Sta-Rite Prod- 
ucts, Inc.; 


sales, Tait Mfg. Co. 
John Hosford, executive 


vice-president of the associa- | 


tion, reported that the spe- 
cial dealer kit would be 
mailed to 60,000 dealers on 
March 15. 

The kit, entitled “How to 
Make Money,” contains de- 
tails on how a dealer can 
take advantage 


big booklet telling 
make money selling water 
systems. Also included, is a 
water systems fact folder 
and a folder explaining the 
industry Certified Perform- 
ance seal. 

Newly elected association 


president, H. S. Lauterbach, | 


president of Sta-Rite Prod- 
ucts, Inc., introduced special 
guest speaker Paul J. Mun- 
die, Ph.D., of Humber, Mun- 
die & McClary. 

The seminar was 
the direction of chairman 
R. M. Hayes, sales manager, 
Sta-Rite Products, Inc. 





Burroughs Mfg. Names 
General Sales Manager 


Harry Edmondson, a for- 
mer divisional merchandise 
manager of housewares, 
Ekco Products, has been ap- 
pointed general sales man- 
ager for the Burrite line of 
plastic, housewares division 
and marine products divi- 
sion, Burrough Mfg. Corp., 
Los Angeles, Calif. 

The appointment was in- 
correctly described in HA, 
Nov. 19, p. 118, as being 
made by Ekco Products. 


New Skil Corp. Branch 


Skil Corp., Chicago, has 
opened a new parts factory 
branch in Cincinnati, Ohio. 
The 2500 sq ft brick and 
concrete block building is lo- 
cated at 1361 Tennessee Ave. 
Robert Cahill is manager of 
the service operation that 
will supply northern and 


central Kentucky, central 
and southern Ohio, western 
West Virginia and _ south- 
eastern Indiana. 


News About Dealers: 





(Continued from page 98) 


Streator, Ill—Mayor Ray 
Sopher officiated at ceremo- 
nies opening STREATOR HARD- 
WARE Co. owned by Dick 
Yuhas and Frank Porter. 
Robert Sullivan will manage 
the new store. Extensive re- 
modeling of the remainder 
of the building’s interior 
will soon increase floor space 
from 3000 to 10,000 sq ft. 


North Grafton, Mass.—A 
o3rd store in the chain of 
the W. E. Aubuchon Co., 
Fitchburg, Mass., was opened 
here recently in the Shopping 
Mart. Another store will be 
opened in Bradford, Vt. 
shortly. 


Matson, market- | 


and Frank 4G. | 
Hickey, vice-president of | 


of Water | 
Systems Month. There is a | 
how to 


under | 





and best wishes 


for a Happy New Year 


SHEFFIELD BRONZE 
paint corporation 


Clevetand 19, Ohio 


One of the worid’s targest manufacturers of paint speciaities 


Want more facts? Circle 165, p. 51 
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Al Cox Retires; Was 
Janney Vice-President 


Albert E. Cox, vice-pres- 
ident, Janney, Semple, Hill 
& Co., Minneapolis whole- 
saler, has retired. 

Mr. Cox joined Janney as 
a clerk in 1925. He served in 
many capacities and travelled 
as a salesman. 

In 1950 he was elected a 
director of the company, In 
1953 he became a member of 
the executive committee and 


was elected secretary in 
1955. 
In 1956 he was made a 


vice-president and was given 
the responsibility of manag- 
ing all the buying activities 
of Janney’s. 


Keyco Products Forms 
Sales Organization 


Keyco Products, Ine., 
Wrightsville, Pa., has formed 
a company to handle all of 
its sales activities. It is 
called Keyco Associates with 
headquarters in Farmington, 
Conn. 

John <A. Andrews, who 
formed the new sales organi- 
zation, was recently elected 
executive vice-president of 
Keyco Products (HA Nov. 19, 
p. 124). 


Ekco to Acquire Stock 
Of Washington Steel 


Directors of Ekco Products 
Co., Chicago, and Washing- 
ton Steel Products Co., Ta- 
coma, Wash., have approved 
a plan that allows Ekco to 
acquire the outstanding stock 
of Washington Steel. 

Washington, a builders’ 
hardware manufacturer with 
subsidiary companies in 
wholesale hardware distribu- 
tion, published figures as of 
Sept. 30, 1959, showing sales 
at the annual rate of $13.1 
million and a net profit after 


tax of $380,000 for the first 
nine months. 

Ekco’s domestic sales and 
earnings for the first nine 
months were $41.5 million 
and $3.3 million. 


Shelby Metal Products 
Names G. R. Strouse 


Glenn R. Strouse has been 


appointed assistant sales 
manager of Shelby Metal 


Products, Shelby, Ohio. 

He has been with the firm 
17 years and has served in 
most departments. His duties 
now will include promotion 
of the company’s Standard 
line of builders’ and house- 
hold hardware and he will 
handle wholesaler exhibits. 


Sylvania Electric 
Elects Regional V-P 


George C. Connor, former 
vice-president, photolamp 
sales, Lighting Products Div., 
Sylvania Electric Products 
Inc., has been elected re- 
gional vice-president. He will 
direct the company’s market- 
ing activities in the East. 


N. Y. Housewares Club 
Elects John Bronson 


John Bronson, John Bron- 
son & Associates, has been 
elected president of the New 
York State Housewares Club. 

Other officers are Ken 
Hart, Master Metal Prod- 
ucts Co., vice-president, and 
Charles McRorie, Martin Co., 
secretary treasurer; Don Rip- 
berger, Charles Distributing 
Co., is a director. 


Daisy Names Stetson 


Wesley R. Stetson has been 
appointed advertising man- 
ager of the Daisy Mfg. Co., 
Rogers, Ark. 





Hardwareman Named 
Outstanding Citizen 


William J. Dorman, of A. 
W. Meyer Hardware Co., 
Ridgefield, N. J., industrial 
supply distributor, was 
named “Outstanding Citizen 
of the Borough for 1959” and 
“Outstanding Lion” by Ridge- 
field Lions Club at an instal- 
lation dinner Oct. 27. 

Mr. Dorman is vice-presi- 
dent of the club and chairman 
of the club’s seal sale for 
benefit of the blind. 





WILLIAM J. DORMAN 


102 © HARDWARE AGE, December 3, 1959 


-News of the Trade - 








OBITUARIES 


L. H. Weber 


L. H. Weber, 86, retired 
vice-president and director of 
the Geo. Worthington Co., 





L. H. WEBER 


Cleveland wholesaler, died 
Nov. 10 at his home in Lake 
Shore Hotel, Cleveland. 
Mr. Weber’s entire 55- 
year business career was 
spent with Worthington. He 
retired in 1947. He was a 
sales representative for 22 
years and then held various 
executive positions. 


John T. Mains 


John T. Mains, 56, vice- 
president for sales, Union 


Fork & Hoe Co., Columbus, 
Ohio, died Nov. 16. 

Mr. Mains joined Union in 
1947 and was shortly made 
a vice-president. Prior to 
this he had been associated 
with American Pad & Tex- 
tile Co. He joined this firm 
in 1924. When he resigned 
in 1946, he was president. 

He served on the War Pro- 
duction Board from 1943 to 
1945, and was active in many 
other war production activi- 
ties. 

Mr. Mains took an active 
part in the civic affairs of 
Greenfield, Ohio, where he 
made his home. Among his 
many civic services was two 
terms as mayor of Green- 
field. 

He was a graduate of Wil- 
liams College. 

Mr. Mains is survived by 
his widow, a son and a 
brother. 


Elmer F. Benson 


Elmer F. Benson, 63, sec- 
retary-treasurer of A. W. 
Lund Co., River Falls, Wis., 
hardware store, died of a 
heart attack Nov. 15. He was 
a director of Hardware Mu- 


tuals and a director of the 
Wisconsin Implement Deal- 
ers Assn. 


James Matchett 


James Matchett, 60, part- 
ner in the Westhafer Hard- 
ware store died Nov. 7 in 
Twin City Hospital, Uhrichs- 
ville, Ohio. He joined Rodney 
Simonton partner in the 
hardware store about three 
years ago. 


as 


Lydia V. Bulger 


Mrs. Lydia V. Bulger, 83, 
former president of the Bul- 
ger Hardware Co., died Nov. 
6 of a heart ailment at Be- 
thesda-Dilworth Home, Web- 
ster Groves, Mo. 


Carroll Blakeley 


Carroll Blakeley, 53, as- 
sistant sales manager of 
Hodgman Rubber Co., North 
boro, Mass., died Oct. 26. He 
joined the company 33 years 
ago as a factory helper. 


John Chidsey 


John Chidsey, 
Springs, Ohio hardware 
dealer, died Nov. 10 in Fre- 
mont Memorial Hospital of a 
heart ailment. 


59, Green 


Charles Daniel Smith 


Charles Daniel Smith, 59, 
owner and operator of Crest- 
line Hardware Co., died sud- 
denly Nov. 9 at his home in 
Birmingham, Ala. 


Michael F. Briski 


Michael F.  Briski, 68, 
owner of Briski Hardware & 


Supply Co., Chicago, IIl., 
died Nov. 11 in Evangelical 
Hospital. 


George T. Rackley 


George T. Rackley, 49, 
owner and manager of the 
Pettigrew Hardware Store, 


Cabool, Mo., died recently. 
Anna Paul 


Mrs. Anna Paul, 70, north 
side Chicago hardware store 
owner, died Nov. 10 in Mt. 
Sinai Hospital, Chicago. 





\ 








HA Photo Angles 


A report in pictures 
of events in the trade 


Douglas L. McFee, advertising manager for Mc- 
Intire Hardware Inc., a five-store Maryland chain, 
was named grand prize winner in a national con- 
test for Devoe paint dealers and their advertising 
manager. Mr. McFee's 500-word entry contained 
suggestions for an advertising program. The prize 
awarded by Thompson Chattin, middle Atlantic 
division sales manager, representing Devoe and 
Raynolds, Inc., Louisville, Ky., is a one-week trip 
to Paris. 


EDEN RON. STEEL 


Two days of stucly sessions were 
followed by a fellowship banquet 
sponsored by Peden Iron & Steel 
Co., Houston wholesaler, at the 
conclusion of its annual Product 
Knowledge School. Dealer sales- 
men attended the sessions at the 
Rice Hotel, Houston, Tex., to hear 
factory representatives and sales 
managers from more than [5 
large companies discuss season- 
able lines for Spring and Sum- 
mer of 1960. 


Evans Rule Co. salesmen gathered from all parts of the country for the company's annual sales meeting at the Elizabeth, N. J., plant. Left 
to right, front row, A. P. Wilkens, sales manager; Paul Speaker, Dallas; Emmett Wright, Atlanta; D. W. Goldman, vice-president; Harry 
Stone, Montreal; Milton Davis, Philadelphia; Dan Fry, Atlanta; Kenith Wilson, Baltimore; George Holbrook, Atlanta; Dorsey Endres, 
Chicago; W. W. Gentino, Cleveland. Second row: Al Dorris, Boston; Jack Taylor, Dallas; Ray Reben, Poughkeepsie; J. A. Devere, Los 
Angeles; Leo Uman, New York City; Roy Burns, Boston. Back row: Joseph Hoffman, St. Louis; Lawrence Stearns, Boston; Hugh Cochrane, 
Charlotte; Phillip Johnson, Denver; L. W. Tucker, Memphis; Fred Coleman, Minneapolis. 








Classified Opportunities Section 





Representatives Wanted 








HARDWARE SALESMEN 


Calling on retail hardware and lumber 
yard dealers, also plumbing and electrical 
supply concerns. One size Screw Anchor 
fits all screws and designed for all types 
of walls. High commission. Protected 
territory to qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St., Hempstead, New York 








BE AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel copper 
coated BB's representation. Most 
territories open. 


Box 617, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


wants 








NATIONAL 


of good quality, 


MANUFACTURER 


competitively priced paint 
brushes, has several protected territories 
available Top commission, all shipments 
prepaid Splendid opportunity for the right 
men. State full particulars in first letter. 


Box 710, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















DEALERS, TOBBERS, REPRESENTA.- 
TIVES WANTED. Amazing LIQUID SAND- 
PAPER made first in nationwide sales by home 
owners, painters, floor finishers. LIQUID 
SANDPAPER prepares surfaces for easy, com- 
plaint-free repainting, cleans floors like new 
Wiping minutes saves hours of work. Popular, 
profitable in pints, quarts, gallons, exclusive spray 
can, drums, private label. Write General Liquids 
Corp., Baltimore 18-A, Md. 





FACTORY REP., EXCLUSIVE 
RIES in W. Pa., W. Va., Upper N. Y. State, 
lowa, Nebr . N. & S Dak . N M , Ariz., Calif. 
to represent builders’ Hardware Mfr. Excellent 
potential. Box 1102, c/o Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


TERRITO 





ANUFACTURER REPRESENTATIVES 
W AN TED calling on Hardware Jobbers, Chains 
and Department Stores for a quality competitively 
priced staple item. High percent commission paid 
by a promotionally minded Eastern Manufacturer. 
All areas open. Box 1213, c/o Harpware AGg, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





EXPERIENCED SALESMEN WANTED by 
Importers of Screws, Bolts and other Fasteners 
on commission basis. Quality merchandise, most 
attractive prices and good terms. Exclusive sell- 
ing arrangement for the right agent. State ex- 
perience, lines now handled, actual territory now 
covered in your first letter. Box 1127, c/o Harp- 
waRE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





a 


40 -YEAR ESTABLISHED COMPANY, 
mfg. locks, latches, with aggressive sales, adver- 
tising policies, offers excellent ‘‘exclusive’’ oppor- 
tunity on commission basis to men covering job- 
bers in Colorado, Nevada, Michigan, Indiana. 
Proven record, top references essential. Box 1129, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





PROMINENT MANUFACTURER D0O-IT- 
YOURSELF products seeks aggressive represen- 
tative for Rocky Mountain area. Excellent po- 
tential, natural repeat business, protected 
territory, but not an easy job. Prefer Salt Lake, 
Denver location. Box 1205, c/o HarpWaRE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





ESTABLISHED MANUFACTURER OF 
PLASTIC Garden Hose and Sprinklers, Lawn 
Edging, Clothesline, Floor Matting, Shelf Lining, 
Drop Cloths, Tarpaulins, Weatherstrip, Storm 
Windows, Polyethylene Garment and Household 
Bags, wants aggressive representatives. Very com- 
petitive prices and dependable service. Advise 
territories covered; lines carried. Reliance Plastic 
& Chemical Corp., Paterson 26, N. J. 
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WANTED 
MFR'S REPS and DISTRIBUTORS 


Now calling on Hardware, Indus- 
trial, Builders’ and Electrical Sup- 
ply Jobbers. New revolutionary U.S. 
Patented Plastic expansion Anchor- 
ing Device. Tremendous sales po- 
tentialities. Reply giving details in- 
cluding other lines handled. 


Box 1014, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most 
opular branded line of dog furnishings. 
Can be handled as a side line Liberal 
commission. Choice territories open. 


Box 1200, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representatives calling 
on the retail trade in hardware, department, variety 
and chain stores. Item has excellent repeat business! 
Good commissions. Write, giving territory and back- 
ground. 


Midwest Plastics Incorporated 
208 Bates Avenue St. Paul 6, Minn. 








WANTED 
MANUFACTURER REPRESENTATIVE 


To sell complete line of ornamental iron and alu- 
minum railing and columns. A Do-It-Yourself item— 
a volume product with fast turn-over, Liberal com- 
mission. Sold B.0.M. State area in which you sell 
when writing for details. 


ELITE FABRICATORS 
BEL AIR, MARYLAND 








MFRS. REPS. WANTED 


For hottest line of Aluminum Thresholds, Aluminum 
Hardware and Building Specialties. 
Calling on Jobbers and Distributors only. 
choice territories now open. Reply 
particulars. 


LUSTRE LINE PRODUCTS 
53 N. 2nd Street Philadelphia 6, Pa. 


Several 
stating full 











REPRESENTATIVES WANTED 


Several 
sold 


productive territories open 
direct to high volume 
terms Fastest growing full line Quality brand. 
Mail complete details regarding your qualifications 
for interview with director of sales. 


Box 1214, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


for ammunition 
retailers at attractive 





LONG ESTABLISHED MANUFACTURER 
of competitive line of Electric Cord Sets, Wiring 
Devices and Specialties selling to all type of Job- 
bers seeks experienced Representative with a fol- 
lowing. Write, in confidence, territory covered, 
lines carried, type of accounts called on. Box 
1206, c/o HARDWARE AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 

















REPRESENTATIVES calling on hardware 
wholesalers wanted for heavy repeat item sold 
through rural hardware stores. Nationally adver- 
tised milk filter disc used by every dairyman. 
Top manufacturer, top commission, protected ter- 
ritory. Box 1131, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVES 
SELLING Hardware wholesalers and _ jobbers, 
chains, discount houses to handle popular priced 
line of hand tools. All territories open, liberal 
commission basis. State details of area covered. 
Box 1201, c/o Harpware AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





MANUFACTURERS’ 
WANTED BY OLD ESTABLISHED MANU- 
FACTURER OF ALUMINUM COOKING 
UTENSILS. Territory open: Minnesota, North 
and South Dakota, Ohio, Mississippi, Alabama, 
Georgia and Florida. State fully territory now 
covering. Box 1203, c/o Harpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVE 








MANUFACTURER’S REPRESENTATIVES 
for a new fast-moving, easy-pick-up item used in 
homes, factories, offices, institutions. Retails at 
$1.00 with full jobber discounts. Excellent pro- 
motion. Shipped in display cartons. Many terri- 
tories open. Give all pertinent details. Sales 
Manager, Merchant & Evans Company, 2035 
Washington Ave., Philadelphia, Pa. 





WANTED MANUFACTURERS REPRE- 
SENTATIVE TO SELL DIRECT to Hardware 
and Lumber Dealers a live line of staple Do-It- 
Yourself items. This is a lucrative side line. Good 
commission. Territories east of the Mississippi. 
State other lines carried. Box 1209, c/o Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 





REPRESENTATIVES WANTED for Whole- 
sale and Retail accounts to sell patented Utility 
Hook. Commissions high and steady. Not a line 
but a single item that is new, different and 
highly saleable. Write today for sample and de- 
tails. Handell Hook Company, 8811 Garfield 
Blvd., Cleveland 25, Ohio. 





SALESMAN WANTED FOR WESTERN 
OHIO to sell Dog Goods, Leather Goods and 
allied lines. This can be a good full time proposi- 
tion for the right man, Orrville Leather & Hdwe. 
Corp., Orrville, Ohio. 





SALESMAN WANTED FOR FAST SELL- 
ING Line of Residential type Mailboxes. (We do 
not make Rural type Mailbox.) Write Mailboxes, 
Inc., P.O. Box 365, Hampton, Va. 





Accounts Wanted 








PLUS BUSINESS from 
PUERTO RICO, U.S.A. 


Booming Puerto Rico wants to do business 
with American Hardware Manufacturers. 
If your line is a big volume producer, 
has acceptance on the American market 
we can do a job for you. We have been 
established for three years, have excellent 
contacts and know the market. Our mini- 
mum rate of commission is 10%. 


TRANS-CARIBBEAN SALES CO. 
181 Hooker Avenue, Poughkeepsie, New York 














NEW AGENCY OF SALES VETERANS 
GIVES YOU FULL LINE COVERAGE. Con- 
scientious coverage for your line in the Pennsyl- 
vania to Virginia area now possible. We are 
young but offer 30 years of combined sales ex- 
perience in hard lines. We want a few hand 
picked lines so that we can get a reputation for 
old-fashioned hard-sell and frequency of calls. If 
this is what you seek but aren’t getting write 
James Barnet, c/o P. B. Holgate, Jr., Room 415, 
1420 Walnut St., Phila., Pa. 


WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box 219, c/o 
HarpWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


MFRS. REPRESENTATIVE — TERRI- 
TORY: Delaware, Maryland, District of Colum- 
bia and Va. desires top quality line. Have 
substantial following Hardware, Garden Supply, 
Housewares throughout territory. Box 1202, c/o 
HarpDWarRE AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 

















Accounts Wanted Help Wanted Positions Wanted 


AVAILABLE-SALESMANAGER, now na- 
. tional salesmanager for industrial paint manu 
Complete, Consistent and PLANT MANAGER facturer. Distribution through reps and company 
. . salesmen to distributors, retailers and direct to 
Conscientious Coverage BUILDERS’ HARDWARE industry. | can build, train and motivate a sales- 
f ; N Y L force, revitalize sales programs. Prefer East 
O Metropo itan ew or ; Coast base. Present income five figures. Box 1208, 
and New Jerse Experienced Manager needed to personally direct e/o Haape ARE Ace, Chestnut & 56th Sts., Phila- 

: : : : : ‘Iphia 3° a. 

Y ) Engineering, Production, Purchasing, quality and delphia 39, Pa 
NOW A Ath new product development for manufacturing plant ‘ - — 
: . STORE OR DEPARTMENT. Manager Build 
"SELLING" MAN engaging under 200 employees. Located in Pennsyl- ing Materials Concern—Retail Hardware twenty 


ADDED vania. Excellent opportunity for the right man who years experience with present employer. Capable 


: tt ; . of Sales meeting direction—management relations 
desires personal recognition and an interesting and promoting stable employee—management re 


moany benefits. Salary to com- lations. Applicant interested in seeking greater job 
to BOBROW-LEWELL Associates, 814 Broadway, challenge Full Co pa y e 5 y pote nti: ility and sal: ary increase Age 40), eer irried, 
New York 3, New York. ORegon 4.4540 mensurate with experience. 2 children. Resume on request. Box 1204, 

Harpware Ace, Chestnut & 56th Sts., Philadel. 


WE GET RESULTS Box 1133, ¢/o HARDWARE AGE phia 39, Pa. 


Chestnut & 56th Sts., Philadelphia 39, Pa. 























HARDWARE MANAGER—Desires _ greater 
opportunity. Age 34, family man, 11 years hard 
TATIVE REGIONAL SALES MANAGER ware retailing and hardware jobber sales experi 
REPRESEN S ence. Box 1122, c/o Harpware Ace, Chestnut & 
Covering all phases of jobbers. Can render reliable For the Midwest Area comprising 14 Mid-Western S6th Sts., Philadelphia 39, Pa 
aggressive service. We are national distributors with States. Must be familiar with accounts in a = 
established actively operating branch offices in New Automotive, Electrical and Industrial Melds. Sales 


. ; : Positions also available in New York City and 
York, Philadelphia, Detroit, Cleveland and Laouis- Boston Ares. Hardware background necessary. 


a * 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 WELLER ELECTRIC CORP. Business Opportunities 
Wood Street, Pittsburgh 22, Pa. 601 Stone Crossing Road, Easton, Penna. 
































PRICE LEADERS— 
SALES REPRESENTATIVE Business Opportunities || SURPLUS MERCHANDISE 


Covering Hardware Jobbers and Deal- ; a 
ers, Garden supply, Mill supply jobbers Quality House Brooms all 100% broom corn. Feature 
in New Jersey, New York City and this guaranteed price leader: 


mantern Penna. Extensive coverage. WANTED SPECIALTY JOBBERS Atlantic & Gulf Coast buyers: $6.75 less 2% per 
Seek additional line. 


Traveling 3 to 10 men in the midwestern, dozen ex-docks, loaded trucks, F.0.B. Atlantic 
Box 1022, ¢/o HARDWARE AGE southwestern and northwestern states. We or Gulf Ports. Inland freight thereafter collect 
Chestnut & 56th Sts., Philadelphia 39, Pa. have a good proposition for you to sell a nae 
complete fastener line that will fit in with or you naui. 


— your present operation. Write us for details. California Buyers: $6.75 less 2% per dozen. ex. 
MANUFACTURER’S REPRESENTATIVE || SHARON BOLT & SCREW CO., INC. trucks, Calexico, California. Freight thereafter 
DESIRES Hardware for Virginia, North Caro- ENDICOTT ST.. NORWOOD, MASS. collect to destination or you haul. 
lina and South Carolina. Box 1128, c/o Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia You CAN’ T BEA AT THIS! L was ; Saag Minimum: 100 dozen lots. 
39, Pa. ) : ess than $.05 
peice — each for brass key blanks beautifully embossed a P. - — 6681 
cael ' ’ with your name and address in permanent, raised ept. Giias exas 
NORTH and SOUTH CAROLINA with or | |etters. More than 120 different numbers avail . 
without VIRGINIA. Coverage of Hardware and | able. Every blank guaranteed! Full details + our 
Building Supply outlets since 1956. Now have | free bulletin #858. Write today. HAZELTON 
time for additional lines of merit = volume po- | CHAIN CO. (manufacturers of key blanks & 
tential. Write J. B. Spilman, P.O. Box 548, | sash chain), 81 Kemble St., Roxbury 19, Mass. HARDWARE APPLIANCE retail store. Es 
Greenville, N. C : —- tablished for over 40 years Located in central 
OPPORTUNITY IN THE SUN. Retail and | California in main shopping area. Clean stock of 
MANUFACTURERS REPRESENTATIVE | builders hardware business established 13 years | hardware, housewares, gifts and paints with fran 
PRESENTLY covering New York State servic- | in booming Fort Lauderdale. Either retail divi chises on brand name appliances and television 
ing Heating and Plumbing, Automotive, Indus- | sion or entire business available. Ideal for one or Modern store and fixtures. Excellent long term 
trial and Hardware Jobbers seeks additional line | more individuals or expanding firm. For this and | lease. Sales volume for 1957, $300,000. Sacrifice 
from Prime Manufacturer. Box 1210, c/o Harp- | other sound investments, contact Wm. Spencer, | sale at well below cost due to age and ill health 
ware Ace, Chestnut & 56th Sts., Philadelphia 39, | Kenneth C. Oberle & Co., Realtors, 3365 North | For details, Box M-26, c/o Harpware Acer 
Pa. | Federal Highway, Fort Lauderdale, Florida. Chestnut & 56th Sts., Philadelphia 39, Pa 


HARDWARE MANUFACTURER 


with a factory in U.S.A. & Canada 
whose staff combines extensive sales, marketing 


Distribution through major hardware wholesalers and 
and sales promotion experience calling on depart . ‘ - . . 
ment stores, tobacco, drug, variety and hardware | chains in both countries. looking for company in same 


chains and wholesalers wants two or three solid | 
lines exclusively for Michigan. Box 1211, c/o 


HARDWARE AcE, Chestnut & 56th Sts., Philadel field for purpose of buying outright, os ow All 

phia 39, Pas replies will be held in strict confidence. Brokers and 
HARDWARE SALESMAN WITH MANY : : 

YEARS general Hardware experience in South finders protected. Write to President, 


West Texas wants direct lines. What have vou to 


efler? Box 1215, c/o Hanpwann Ace, Chesinut & Box 1212, c/o HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Pa. 


56th Sts., Philadelphia 39, Pa. 













































































DYNAMIC SALES REPRESENTATIVE for 
Metropolitan New York. Well known to Jobbers 
end Chains. Will consider reputable Manufacturer 
who appreciates men with merchandising back 
ground and product distribution. Replies con 
fidential. Box 1207, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa 


——____ 


NEWLY FOUNDED ORGANIZATION 
































vamerica’s most aovancelo = EIVIBIRE LEVELS coon rerauers stock rHem 


Level Line since 1919 
10926 West Potter Road, Milwaukee 13. Wisconsin 


Want more facts? Circle 166, p. 51 
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MAKE 25% PROFIT NOW! 


Save $200 to $300 
for Customers 


MODERN MIXER 


it s portable 

Yes, thousands of prospects 
right in your own area will 
be enthusiastic buyers of 
the MODERN MIXER. 
This unit does a variety of 
jobs eliminating the need 
for large bulky mixing 
equipment or hand labor in 
small mixing jobs. 


HUGE WAITING MARKET 


Just look at this goldmine of prospects .. . 
Homeowners, builders, bricklayers, stone- 
masons, gardeners, farmers, painters. . . 
dozens of other fields. 


The Modern Mixer is the Quality mixer. 
It is made of 100% all welded steel con- 
struction. Chain and sprocket completely 
enclosed for safety . . . Many other out- 


standing features. 


Write for details. 


Modern Mixer comes complete with agi- 
tator, motor and pail $64.95 FOB Pasa- 


dena, Calif. 


MODERN MFG. CO. wu 


160 NO. FAIR OAKS AVE. e PASADENA, CALIF. 
Want more facts? Circle 167, p. 51 


























lacludes 


sizes 
drivers 





hammer, 
neil-puller and 4 
screw 


O You can sell a set 
to every household 


6-in-1 Set 


4-in-1 Set n 
Stee! screw drivers | 
with knurled brass 

handles in 4 sizes | 


Packed in Display Boxes or Carded 


Liberal freight allowance. Write for 
prices, including name of your jobber. 


Send 50¢ for prepaid sample. 


GAM Manufacturing Co., Lancaster 1, Pa. 











Want more facts? Circle 168, p. 51 
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No. 6-261 
SELF-CLOSING 
STEEL DRUM 
and BARREL 


FAUCET 


7 ," 1.P.T. 


List Price $ 1 6 0 


each 


Drum and Barre! Faucet’ 


! “The World's most used Steel 
Over 10 million are now in use! 


SETTE PRODUCTS COMPANY 


a a 


HIGH STREET 


‘ESS SE eee eee 2 ee | 


Want more facts? Circle 169, p. 51 
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Index to Advertisers 





7 aN 
American Chain & Cable Co. 
Pennsylvania Lawn Mower 
Div. ... sit n'a cat 
American Edelstaal, Inc. 31 
American Thermos Products 
Co. 79, 107 
American Toy & Furniture 
Co. rs es 
Arro Expansion Bolt Co. 90 
Arrow Fastener Co., Inc. 67 
Atlas Tool & Mfg. Co. 53 


Bassick Co., The 
Bethlehem Steel Co. 
Bridgeport Fabrics, Inc. 


Brown, Inc., John Clark 


Cc 


Chair Loc Co. ble 
Clayton & Lambert Mfg. Co. 
Clemson Brothers, Inc. 
Colorado Fuel & Iron Corp. 
Wickwire Spencer Steel 
Div. Be 
Crescent Tool Co. 


D 


Detroit Harvester Co. 

Moto Mower Div. . 6l 
DuPont deNemours & Co., 

Inc., Uramite Div. 24-25 
Dutch Brand Div. 

Johns-Manville Corp. 27 


E 


Eclipse lawn Mower Co. 69 
Elco Tool & Screw Corp. .. 82 
Empire Level Mfg. Co. . 105 


G 


GAM Mfg. Co. 

Garvey Corp. 

Glenvale Products Div. 
Hoover Ball & Bearing Co. 

Goodell Co. 

Grabler Mfg. Co. 

Great Lakes Tractor Co. 

Greyhound Corp. 

Griffin Mfg. Co. 


H 


Hall Co., Joseph 

Heller & Co., W. C. 

Hindley Mfg. Co. | 

Home Improvement Products 
Show 


Hoppe, Inc., Frank A. 


| 
Independent Lock Co. 
International Salt Co., Inc. 
J 
Jefferson Screw Corp. 
Jordon Industries, Inc. ..... 
K 


Kedman Co. 
Keil Lock Co., Inc. 


L 
Lufkin Rule Co. 





M 


Macklanburg-Duncan Co. 9 
Marshalltown Trowel Co. .. 108 
Miller & Co., Inc., Robert E. 108 
Minnesota Mining & Mfg. 

Co. , 75 
Modern Mfg. Co. 106 
Moto-Mower Div. 

Detroit Harvester Co. 6| 
Myers & Bro. Co., F. E... 80-8! 


N 


National Cash Register Co. 
National Housewares Mfrs. 
Assoc. 


North & Judd Mfg. Co. 


Oo 
Ox Fibre Brush Co., Inc. 


P 
Parker Mfg. Co. ... 77 


Pearson, Inc., Ben Sees 
Pennsylvania Lawn Mower 

Div., American Chain & 

Cable Co. a 
Pioneer Gen.-E-Motor Corp.. 88 
Pioneer Saws, Div. of 

Outboard Marine Corp. 29 
Por-O-Por Co. of Florida 100 
Portable Electric Tools, Inc. iI 


R 


Red Devil Tools 109 
Reichert Float & Mfg. Co. 63 
Republic Steel Corp. 18-19 
Ridge Too! Co. : 75 
Royal Electric Corp. 89 
Rubberset Co. 3 


S 


Safe Padlock & Hardware 

oh .. ; ands SE 
Sager Weatherstrip & Calk- 

ing Corp. errs | 
Samson Cordage Works 82 
Sette Products Co. 106 
Sharon Bolt & Screw Co. ... 84 
Sheffield Bronze Paint Corp. 
Skil Corp. Dist a 
Slaymaker Lock Co. a, 
Southern Screw Co. : ) 
Standard Screw Co. ....... 65 
Swift & Co. 

Vigoro Div. 71 
Swing-A-Way Mfg. Co. 55 


Swingline, Inc. .. , 


1 

Tate Co., E. H. 

Tec Imports, Inc... 
U 


Union Steel Chest Corp. 
U. S. Plywood Corp. 
Upland Industries, Inc. 


WwW 
Wickwire Spencer & Stee! 
Div., Colorado Fuel & Iron 
Corp. ae ata 
Woodhill Chemical Co. 
Worthington Co., George 








FAST-MARK PEN 
: marks 
on anything! 


Saran, cellophane, foil, glass, 
paper, wood, metal, plastic—they’re 
all the same to Garvey’s FAST-MARK 
PEN. Marks easily, clearly . . dries 
instantly. Hundreds of uses. 
2 Sizes 
Regular 59¢ 
King 79¢ 


Colors 
black @ red @ orange @ blue 
brown @ green ®@ yellow ®@ violet 


GARVEY CORPORATION 


9804 Page Bivd. ° St. Lovis 32, Missouri 





Want more facts? Circle 170, p. 51 


” AND, priced, to rel ! 


TIME-TESTED ‘BRANDED! 
DEPENDABLE TOOLS 





~, 


5 ONE HANDER ’ FILE RASP 


Want more facts? Circle 171, p. 51 


CHAIR-LOC 


ayn New Liquid S-W-E-L-L-S Wood 


Penetrates wood fibre—moakes them e-x-p-a-n-d 
permanently. 

Quickest and easiest way to fix loose chair rungs, 
legs, handles, dowels, dove-tails, etc. 


A Fast-Selling Impulse item 
Write for Free Samples and Literature 


CHAIR-LOC CO., Lakehurst 3, N. J. 
Want more facts? Circle 172, p. 51 


TOY CATALOG 


5 
a 
5 
' 
a 
Here's every toy and hobby kit you need g 

for setting up a successful toy department. § 

Educational pre-school items, woodworking §& 

and woodburning kits, metal tapping, work benches, hand tool sets, & 
g pegtables, blackboards, etc. Write for your copy today. : 
| 


; AMERICAN TOY & FURNITURE CO., 6130 N. Clark St., Chicago 26, Ill. 
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PICTURE 
HANGERS 


. by 
BETTER HOUSEHOLD 


MARDWARE SINCE 1872 
BULL oyelre PICTURE 


HANGERS 
E. H. TATE CO © 251 CAUSEWAY ST © BOSTON, MASS 
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The Spotlight 
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the Trademark 


THERMDs. 


Lily 


INSULATED 
ICE 


PRESERVER 
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SPRING an 





WEATHERSTRIPPING for DOORS and WINDOWS 


SAGE Rpring bronze weatherstripping 


is made from extra heavy, high grade bronze 
alloy and is thick enough to withstand “buck 
ling”. has sufficient tension to allow for 
perfect adjustment to conditions. Both edges 
are hemmed. SAGER spring bronze is available 


SAGER 


in variety of widths and packed in 17 foot at- 
tractive plastic containers with nails and holes, 
enough for one door or window. This weather- 
stripping is also packed im 100 foot boxes. 
SAGER has been famous for more than 38 years 
as a manufacturer of quality building products. 


WEATHERSTRIP & CALKING CORP 


2050 West 59th Street CHICAGO 36, ILL 


Phone PRospect 8. 5000 
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mA TROWELS 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
Want more facts? Circle 177, p. 51 


Only Anchor for i Worlds STRONGEST Plastic-Aluminum 
Plaster, Concrete, EXPANSION SHIELDS 


~ Brick, Tile &c rm RSi S 
: \Ze | 
orda n 11 Popular Sizes 


TORDAN INDUSTRIES, Inc. Tt ' sie Miami 47,Fla. BULK as ALUMINUM AND 
See us at all the big shows ARDED - RACKS Wrought IRON FURNITURE 
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selling Quick Wedge 


bl va 
SCREW-HOLDING screwdrivers &” iin " 


Unconditionally Guaranteed -—- Millions Satisfied 


‘ 1 15 3. | 
<'serexattigso | ORDER TODAY — We'll Invoice Your Jobber ik of 


i 


~ Nationally Advertised in 8 National Magazines MOAN co, 
KEDMAN COMPANY °* 233 South 5th West «+ Salt Lake City 1, Utah 
Want more facts? Circle 179, p. 51 











SH OWER | NOW! a hi-compression ' 


Staple gun 


for only 4.95 


With Exclusive Push-button Loading 
and Built-in Staple Extractor. p> 


CURTAIN RINGS 


Here's the fastest selling staple gun on the 
, morket today. Designed especially for home 
SINCE 1872 use. Staple sizes 1/4’, %4'’. Nationally advertised. 


SHOWER Immediate shipments—no wait, no delays. Order today. 
BULL nyye CURTAIN RINGS 


. td ® 
Swinglne: INC., Long Island City 1, New York 
E. H. TATE CO. @ 251 CAUSEWAY ST. © BOSTON, MASS. iain 
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Furniture Rest — Pintle Type 








<_ m Setof4ina 
3-color Box, 
12 Boxes in 





Wonderful for all wood 
and metal furniture. 
Glide softly, silently, 
= smoothly. Set of 4 on 
Adjustable Rubber »” Mien >a 3- color card. 6 iz 
Cushion Glide Bakelite Furniture Rest ‘ ” ar Le Wi iV", 1Yo". 


= PROMPT SHIPMENT - 
| Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC., Rubber Adjustable 7 


35 Pearl St., New York 4, N. Y. wsctandionen Crutch Tip ious tee 
Want more facts? Circle 182, p. 51 








Monopoint Glide Bakelite Caster Cup 
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When it comes to 
WOOD SCRAPERS... 


Everybody reaches for 
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The Red Devil scraper line covers all your customers: the “pros,” 

the home craftsmen, the buy-minded do-it-yourself trade. Sell Red Devil 
scrapers including the famous Hook and Big Hand lines and new Dragon-Skin 
you give ’em exactly what they’re after ... in blades, in handles, in “feel,” and in price. 
With every Red Devil tool, you get the full benefit of sure-fire Red Devil displays, 
packaging, and national advertising. Plus the profit protection of Red Devil’s 

full 40° discount. 


Don’t miss out! Cover those ‘‘dead spots’’ on your peg-boards with real ‘live ones’’— 
money-making Red Devil tools. Check your jobber, today! 


Red Dewil Tools. union. new sersey, usa 


455? World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 
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